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“Success ... in Selling New 
Friendly Five Riding Boot... 
Surpasses all Expectations’ — 


says H. C. Ludlow of Ludlow & Riggs, 
Wichita Falls, Texas. Read the letter re- 


produced at the right. 


If you’ve ever had any doubt about the 
market for the new Friendly Five Riding 
Boot, here’s an eye opener! Don’t wait 
too long before capitalizing this boot. 
Remember — the time to get in on any- 


thing NEW is at the beginning. 


This boot — at the price — is the newest 
item in the industry. It’s a sensation! 
Displayed with the price to the front, it is 
sure to attract new business — bring in 
customers who have never traded with 


you — increase your sales volume not only. 


in boots but accessories and other items. 


Made for women as well as men, the New 
Friendly Five Riding Boot is building up a 
new and valuable clientele for Friendly 
Five dealers everywhere. 


New Friendly Five Sport Shoe 
Newspaper Advertisements 


There’s nothing truer than the old adage, 
“The more you tell the more you sell.” 
That’s the “reason” behind the attractive 
new series of newspaper ads we have pre- 
pared for you. Each features one of the 
new 1933 Friendly Five Sport Patterns. 
It’s a series that should produce some real 
business. Send for proof sheet. 

Nationally advertised too. Some of these 
same patterns are illustrated in the four- 
color, full page Friendly Five advertise- 
ment appearing in the April 8th issue of 


FRIENDLY FIVE 


NASHVILLE, 
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RIDING BOOT 


Genuine calfskin, full leather-lined, 
with formed stiff leg. In black or 
tan, in sizes for men or women — 


ite, we show the beautiful modern store of 
p & Tuffly, Houston, Texas. This is one of 
the finest, best equipped shoe stores in the South- 
west. Here they cater to the best class of trade— 
and do a whale of a big business on Friendly Fives! 


Unequalled “Instock” Range 


of sizes and widths — AAAA to EEEE and sizes 
3 to 15 (AAA to E and sizes 5 to 15 in sport shoes) 
with stock fill-ins weekly, enables every Friendly 
Five dealer to assure his new shoe customers — 
Either MORE COMFORT in a style liked as 
well or EQUAL COMFORT in a style liked 


better. 
TENNESSEE 


When writing advertisers please mention Boot and Shoe Recorder 


ait F R 
| 
E 
T 
ES 
nelailers, 
wou & piss : 
wa 
oor 
RS we ry yar of oot 
° 
pad C7 pete ye ‘ore? end 
ond owe? 
OF COM 
MPA 
Y 


8, 1933 


Fives! 


nd sizes 
t_ shoes) 
"riendly 
mers — 
ked as 
> liked 


Boor AND SHOE RECORDER 
combining THE 


Vol. CIll, No. 5 


BOOT ano SHOE 


April 8, 1933 


APRIL 8, 1933 


\ 


\ 


The VOICE of the TRADE 


T. F. James, 


vice-president and director of sales 
of the Brown Shoe Company, St. 
Louis, says: 

“T am of the opinion that we 
have reached the bottom for new 
lows in the shoe business and 
rather think we will all see slowly 


advancing shoe prices; however, 
to my way of thinking, it will be 
very slow and very gradual. 

“T think we can liken the pres- 
ent time to the same period that 
existed about 1898. After we had 
recovered from the 1893 panic, 
until the price inflation caused by 
the war, which began in 1915, 
shoe prices advanced slowly but al- 
most steadily with few minor re- 
cessions, but the price advances 
were very small—2'%4c. to 5c. a 
pair per season or year being con- 
sidered a pretty drastic advance. 
I would not be surprised to see a 
repetition of this during the next 
two or three years, for there is no 
question but what people are tired 
of buying inferior shoes on a price 


basis.” 
x 


Knight 


of Portland, Ore., sounds the 
call to the Pacific Northwest Shoe 
Dealers Association convention, to 
be held at the Hotel Multnomah, 
Portland, June 19, 20 and 21; and 
also the California show at Los 


Angeles, June 18, 19, 20. A wel- 
come to both is extended to those 
who sell and buy shoes and who 
find in meetings of the craft in- 
spiration and ideas with profit to 
the store and pleasure to the pub- 
lic. 


Sem S. Laird 
has moved the Laird, Schober 
New York display and sample 
rooms to the thirtieth floor of the 
Empire State Buildin g—high 
above everything else. Never a 
shadow hits the samples and buy- 
ers’ district, it is convenient to all 
with a critical and approving eye. 

A reception room, a room for 
men’s samples and two rooms for 
women’s, misses’ and children’s 
samples completes the internal pic- 


ture. Three steps lead you onto 
a terrace which is large enough to 
stage a fashion pageant in the 
open air. With the Empire State 
Building in the heart of the buy- 
ers’ district, it is covenient to all 
shoe men, who are cordially in- 


vited. 
*x* * 


P, B. Jamison 
of the Friedman Shelby branch in 
St. Louis, says: 

“Tt is unfortunate that such a 
great proportion of the merchan- 


~dise is offered to the public on a 


price appeal basis. There are 
many people today buying cheap 
and inferior merchandise who are 
plenty able to buy better merchan- 
dise and would rather do so, if 
they had the opportunity and the 
better grade articles were pre- 
sented to them in the proper man- 
ner. 

“It is useless for any of us to 
say that out of necessity there is 


ADS 


not a certain percentage of our 
population who must buy as cheap 
merchandise as they can get, on 
account of the financial condition 
they are in. A good fight has 
been made by the manufacturers 
of medium and better grade mer- 
chandise to maintain the standard 
of quality, and with the lower 
prices on raw materials they, of 
course, have been able to sell mer- 
chandise at lower prices than they 
did some years ago, but unfortu- 
nately there are too many manu- 
facturers in most all lines who 
have no standard of quality and 
neither do they know how to mar- 
ket their product at a profit. As 
a result, it has thrown so much 
cheap merchandise on the market, 
and with the retailers offering 
these articles at low prices, it 
seems that the public has begun to 
believe that the prices which are 
now quoted represent quality mer- 
chandise, and when they get these 


— 
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trade— 
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low prices fixed in their mind, it 
is hard to get them to pay a fair 
price for what they buy. 

“I feel, also, that a good many 
merchants have sacrificed busi- 
ness by letting their stocks on bet- 
ter grades of quality merchandise 
run down too low, for after all, 
people are only going to get what 
they pay for. I am in hopes that 
it won’t be long until there will 
be a demand for medium and bet- 
ter grade merchandise.” 


* * * 


K. Leinbach 
of The Narrow Fabric Company, 
Reading, Pa., says: 

“Depressions are no respectors 
of persons. They strike with con- 
sistent fury on both the wise and 
unwise choosers. The unwise 
with their foundations of unfair 
practices, selfishness, lack of cour- 
age, lack of faith and lack of vi- 
sion, go down to bitter defeat. 
The wise catch victory out of the 
jaws of defeat and come through 
the storm wiser for the great ex- 
perience. 

“THe* Boor anp SHoE ReE- 
CORDER hast just come through a 
terrific depression. It remains the 
voice of a great industry, speak- 
ing courageously and urging with 
all the force at its command only 
those principles that are based on 
eternal truth—the only principles 
under which any industry can con- 
tinue to prosper.” 


* * * 


Russell White 
of John Schoonmaker & Son, Inc., 
Newburgh-Beacon, N. Y., thought 
the following points out of a list 
of 16 recommendations to buyers 
were significant enough to be given 
national broadcast. Here they are: 

“Have I studied the facts enough 
to know on whose goods my de- 
partment made money? Did I buy 
enough from those manufacturers. 

“Have I some silly prejudices 
against certain lines—prejudices 
that are personal and which cost 
my store possible profits? 

“Do I take myself too seriously 
and do I still want to be known as 
a big buyer—and buy more than 
I can sell—or have I a sense of 
humor ?” 


J. Fanning, 
shoe merchant of Oak Park, IIl., 
says: 

“Will the government have to 
regulate our entire lives or do our 
thinking for us? Will it have to 
regulate each business organiza- 
tion, regardless of size and kind, 
like it has our banks? 

“Will we have to declare a na- 
tional moratorium on the distribu- 
tion of the necessities of life? 
Will we have to stop our produc- 
ers and factories, our railroads, 
our wholesalers and retail estab- 
lishments to get back on a work- 
able basis? 

“The purpose of farm relief as 
the average citizen understands it, 
is a law to raise the prices of farm 
products by taxation, to enable 
our farmers to make a living and 
pay obligations, mostly past due. 

“State sales tax laws are being 
enacted by our states to pay for 
extensive charitable or relief or- 
ganizations and taxes. 

“Such laws or legislation would 
not be necessary if we all would 
pull together and pursue the pol- 
icy of live and let live.” 


The Bates Shoe Company 
of Webster, Mass., in their new 
in-stock catalog featuring “Bates 
Style Steppers,” capture the three- 
dimensional idea in their cover. 
The name “Bates” points to a tar- 
get center that has in the bull’s eye 
a shoemaker sewing by hand a 
shoe. And would you believe it 
—the back page says: “Bates Shoe 
Company, Webster, Mass.—on the 
shores of Lake Chargoggagogg- 
manchauggagoggchaubunagunga- 
maugg”—which may mean in the 
Indian language: “Making shoes 
by the side of a lake for the men 
who would walk in the path that 
leads to contentment.” 


* * * 


D.. E. C. Snow, 


leather trade economist of Lon- 
don, estimates world’s trade in 
hides and skins at $800,000,000 
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annually, and ranks hides and 
skins as next to cotton among the 
chief commodities of the world. 
American tanners use as many as 
135,000,000 hides and skins an- 
nually. Total production of leather 
and leather goods in the United 
States has been up to as much as 
$2,000,060,000 annually, accord- 
ing to government records-— 
which admit some duplication. 
And the United States has only a 
fraction of the 2,000,000,000 
people of the globe. A sale of 
a pair of shoes may look to be but 
a sale, but really it’s a cog turning 
a cog in the great world of in- 


dustry. 
* 
feet 


make a yard. Four inches make 
a hand. Our shoes make two 
good feet.” 

A Lynn store sign. 


* 


Oyre-hal 


of the world does not know how 
the other half lives and 99% per 
cent of the people do not know 
how the other half of 1 per cent 


makes shoes. 
* * 
H. N. Lape, 


* 

president of Julian & Kokenge 
Co., Columbus, Ohio, reports a 
“sold-up” condition for the cur- 
rent season on Lockwedge shoes 
for women, the demand coming 
from the fine stores which tied in 
with the line last December. 

The scramble for volume, with 
its progressive series of price de- 
clines, has apparently caused so 
many merchants and manufactur- 
ers to believe business is domi- 
nated by a buyers’ market that it 
is refreshing to note exceptions to 
this rule. 

The following telegram was re- 
ceived by Mr. Lape from J. H. 
Ferguson, buyer for The May 
Co., Los Angeles: 

“Help! Help! Help! We are 
nearly sold out of Doctor Locke 
shoes. Must have sizes. Please 
give coast account preference on 
account of distance. Bank clos- 
ings and earthquakes have not 
stopped the sale of the wonder 
shoes.” 


* 
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ied in OBODY ever worked for “A. C.” His organization worked with him. In a line, that tells the 
with story of the sensitive kinship of publisher with hundreds of men and women engaged in business 
i. i journalism. With a disposition naturally amiable, he combined a capacity for integrity, intelligence 
“ee and idealism. In a span of 35 years of publishing life, he contributed more than any other man to 
actur- the ethical progress of business publishing. 
domi- From the humble beginnings of a clerk in a country store, Mr. Pearson rose by sheer forces of 
hat it personality and ability, through successive stages, to the headship of one of the outstanding jour- 
ms to nalistic organizations. His was a high conception of the possibilities of service to modern business 
that lie in an able, independent and forward-looking press. His constant desire was that those who 
aS Te- cooperated with him should be unfettered in the accomplishment of their work and have ample lati- 
J. H. tude in their choice of ways and means. 
May Physically strong and athletic, he worked like a Titan for the good of the craft. “A. C.” was 
i a great carrier of burdens—tolerant, temperate and a splendid moral force. He never revealed on — 
ea his noble face the trials and tribulations that come to heads of businesses these turbulent days. He 
ease was “merchant-minded” always. 
se on Death followed a heart attack which Mr. Pearson suffered on Thursday afternoon, March 30th, 
clos- at his Manhattan office, 239 West Thirty-ninth Street. Mr. Pearson was chairman of the board of 
- not United Publishers’ Corporation, publisher of Boot ANp SHoE Recorper, The Dry Goods 
onder Economist, Iron Age, and leading publications in the automotive, warehousing, jewelry and hard- 


ware fields. He also was president of the National Publishers’ Association, national chairman of 
[TURN TO PAGE 62, PLEASE] 
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How Promote Profitable 


E. B. STERN 


There is a tremendous tide 
of interest in foot health surging across our country 
today. Men, women and children in all walks of life 
are demanding foot comfort. This, of course, is a 
result of the now general program for national foot 
health which has and is educating the general public 
to realize fully the value of good feet in their relation 
to general body health. Industrial, school and club 
lectures; radio, programs, newspaper and magazine 
articles, foot health films; direct mail, newspaper ad- 
vertising and window and store display, all have 
done their bit toward this interest in our pedal ex- 
tremities. 

The merchant who has developed his corrective 
or health shoe business and gained the confidence of 


the buying public by carefully fitting correct shoes 


is now in a position to be rewarded for his efforts 
and will reap the harvest from this sudden nation- 
wide quest for foot health. 

In our Orthopedic department we have realized 
the full enjoyment that comes from the rendering 
of a genuine service. The relief and comfort obtained 


Foot Health 


Service 


Correct Fitting, Well Planned 
Publicity and Cooperation 
With Podiatrists Important 
Elements in Building Business 


An Interview 
with 
E. B. STERN, Tulsa, Okla. 
By NELL IVES 


through the wearing of correct shoes by those who 
have had foot troubles is a splendid tribute and our 
best advertisement for this department. - 

In advertising our health shoes, we use several 
worthy mediums, each of which has merit and brings 
returns in increased business. Our newspaper adver- 
tising on correct shoes is done in a more or less serial 
fashion, telling the story and importance of foot 
health to general well being and efficiency and always 
tying in with the services rendered in our store and 
often the particular health features of the shoes we 
recommend. 

We frequently stress the value of a visit to a 
recognized chiropodist, podiatrist or physician for 
foot inspection. These doctors appreciate our co- 
operation and in return sell many “prescription” shoes 
for us, which adds a professional air to our shop. 

We are on the air with a five-minute radio program 
at the same hour every week, with a message of a 
similar nature to the health campaign carried on in 
the newspapers. These radio talks are given by a man 

_ [TURN TO PAGE 37, PLEASE] 


1933 


AND SHOE RECORD: 


BOOT ER 
combining THE SHOE RetalLer, April 8, 1933 


A Boot and Shoe Recorder 

Promotion Whose Purpose is 

Getting More Summer Shoes 
Sold Right. 


SUNSHINE AND SPORTS 


§ UMMER will soon return and with it another season for sports and sportswear. What- 

ever changes economic conditions have wrought in the modes and manners of life, 
summer and sports survive, and increased leisure has tended to foster a wider participa- 
tion in activities of the outdoor world. All of which has a definite bearing on fashions, for 
Americans who play the game are eager to dress the part. 

This coming summer will doubtless witness a new peak in sports consciousness in 
America, and while leisure of the enforced variety is not conducive to extravagant ex- 
penditure, the added opportunity for outdoor recreation that comes from shorter work 
days, longer vacations and more frequent holidays will none the less tend to create an in- 
creased interest in sports wear and sport shoes. 

Every alert and up-to-date shoe store will plan its summer buying, merchandising and 
promotion with this thought of the dominance of sports interest uppermost in mind. Re- 
tailers will not only provide proper shoes for active sports and attractive spectator styles 
for general outdoor wear, but will plan to merchandise and feature them aggressively. 
From now on the RECORDER will devote special attention in every issue to the success- 
ful and profitable promotion of sports shoes, to the end that every shoe store may attain its 
maximum of sales and profits in the summer of 1933. 


Plan Ahead for NATIONAL SPORTS SHOE WEEK, May 22-29, 1933 
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BICYCLE 
REVIVAL 


HEY'RE taking up the wheel 
again. All over the country 
and the countryside, that sport 
of the Gay Nineties is flourish- 
ing once more. It's a grand 


way to save gasoline, keep slim 

. .. and use up shoe leather. As 

such it should be encouraged by 
all of us! 


What shoes do they wear for 
bicycling? Any sports shoes 
with fairly sturdy soles and not 
too dizzy heels. But for the shoe 
designer, perhaps, there is a 
thought in a modern version of 
"The Bicycle Bal." Considering 
the boyish trend in costumes and 
the general interest in tailored 
costumes, there's a place today 
for new ideas in sport oxfords. 


In planning for National Sport Shoe Week, May 22-29, and the sport shoe 

season that follows, merchants should watch carefully the new trends in sports 

apparel that will have a determining influence on the best selling sport shoe 

styles. Boyish lines and tailored — suggest a Summer vogue for tailored 
shoes 


: 
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Sports outfits on these two pages by courtesy of Best and Co., New York. 


TAILORED FASHIONS TO MAKE A SUMMER 


"Shirtmaker" dresses like these, with straight lines, boyish collars and tailored details, are going to 
be all important this season. And that means the three favorite sports shoes—the Moccasin, the 
Oxford and the Ghillie. For active wear like this, the brown and white shoe still holds its own. 
All-white will outsell it in volume, but there is-nothing smarter—still—than this classic combination. 
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Shoes Lead 


Best Sellers of Season to Men in Miami 


W. shoe merchants in Miami 
feel like we have the first insight to what they will 
wear in the coming months. We have found men’s 
white shoes to be unusually good this year, in fact, 
they have had first place. White is also strong in suits, 
for white linen, woolens, duck and cotton suits have 
been in big demand and the many places of interest 
in and around Miami have given evidence of this. 

The horse racing at Hialeah, which has just ended 
a 45-day meet, was one of the most successful from 
every angle. The attendance ran close to a quarter of 
a million, the mutuel machines handling over eight 
million dollars. Every day was suitable for Spring 
attire and white suits and shoes prevailed. The 
Tropical Park, which has just opened for an 18-day 
meet, will perpetuate the call for white shoes—then 
for night life we have 42 night clubs where white 
suits and shoes are in big array. 

The race tracks, with green sodded lawn, flowers, 
bougainvillea vines in full bloom, the croton with 
many varied colors, gives people the desire to wear the 
opposite of what they were wearing back home, which 


evidently was dark colors for January, February and 
March. The désire is the same for ‘night wear. 

There were noticeably fewer black Tuxedos worn 
this year, while the increase in the all-white and the 
white mess jackets for semi-dress wear was 
astounding. 

These new fabrics which were quite freely worn— 
the white linens and the new Palm Beach weaves of 
imitation flannel and cheviots—sold this year at very 
popular prices, consequently the all-white shoes had 
a more widespread appeal than ever before. Up to 
this year, only a very few men would have the need 
for an all-white shoe, while this year the regular run 
of fellows bought them. The more sporty men—or 
should I say the tired business executive studying 
conditions in Florida?—*were much given to wearing 
the single-breasted or Norfolk white jackets with 
grey or plaid flannel trousers. Of course they wore 
an all-white shoe. 

White genuine buck has first call. This is followed 
with white Nubuck, elk, muleskin, white kid, white 
felt and suede. Wing tips, heavily perforated, ha: 
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By SAM H. BAILEY 


Miami, Florida 


Mr. Bailey has had long experience selling men’s shoes. For a number 
of years he merchandised the shoes for the firm of John Sewell & Bros. 
When that firm dissolved, he opened his own store in Miami. He has 
always been a keen student of men’s fashions, for right in his front 
yard styles are in the making. His account of the best selling men’s 
shoes in the South this Spring contains many live tips for Summer 


uying up North. 


first place for patterns, plain toes second, straight tips 
third and perforated or ventilated elk was in good 
demand. White buck with black and brown trimming 
also came in for a big call, with black trim greatest 
due to the fact that same could be used for wear after 
six in the evening. Shoe dealers have at last awak- 
ened to the necessity of discouraging the wear of 
tan or tan trim shoes after six. Leather soles have 
been sought more than rubber or composition, due to 
the demand for a shoe for dancing, but I have found 
quite a liking for the soles composed of felt and cork. 
This makes a lighter shoe than rubber and suitable for 
yachting as well as sport demands. 

é [TURN TO PAGE 36, PLEASE] 


“There is one class of 
trade which is com- 
posed of real keen 
style buyers — the 
high school boys. Not 
so long ago, we all 
thought the codlege 
men were the style 
leaders in the new 
smart things to wear 
and do. Now the 
high school boys are 
the first to realize 
style trends. There 
is no new trend that 
my 18-year-old high 
school son misses.” 
Sam H. Bailey 


All three styles of popular white 

shoes illustrated here are made 

on the circular seam pattern, 

but many merchants, including 

Mr. Bailey, believe that the 

Blucher influence is well worth 
watching. 


At the extreme left is the 
ever popular custom last, full 
brogued, pinked and perforated. 
The toe varies from the quite 
narrow to the full, according to 
individual preference. 


In the center, the plain toe type 
is too subject to changes this 
season. Many stores are detail- 
ing this shoe as perfectly plain 
—no saddle or heel foxing—and 


with a white welt. 


Straight tips are showing con- 
siderable strength. This is an- 
other shoe which is being built 
perfectly plain to good advan- 
tage, no pinking or perfora- 
tions. White welting adds a 
freshness, many buyers find. 
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Styles, Sizes? 


By P. H. MURPHY 


Buyer, Wilkes-Barre Dry Goods Co. 
Wilkes-Barre, Pa. 


Size control is the specific 
power of successfully operating a shoe department. 
The so-called “end sizes” are costly to any store. We 
cannot put too much stress on the fact that if all 
styles are bought equally there is naturally going to 
be similarity in sizes of like patterns. The basis of 
the operation is to group the stock in the following 
classifications: Women’s novelty, women’s arch, etc. 

We have taken into consideration all styles and 
types and grouped them as nearly as possible into 
one, Black kid pumps, whether trimmed or plain, 
are considered one group, under the classification of 
women’s novelty. This grouping is carried on in 
other types; namely, straps and ties, with a distinc- 
tion only as to color, regardless’ of heels or price. 

When the groups are compiled, or sizes of entire 


Here’s One Shoe Man’s 


Solution of the Perpetual 


Problem of How to Stock 
Both and Keep a Proper 


Balance Between Them 


groups are shown on a sheet, we can tell where we 
need to buy and avoid overlapping in sizes, In keep- 
ing a record of these groups we find out if any one 
style is selling and what sizes are needed, and that 
style is then selected and sizes purchased. The op- 
eration of this control at all times needs attention as 
to what is selling the most and where in regard to 
sizes and widths. 

We can further state that we do not, at any time, 
purchase every style on a one-size scale. On an 
initial order we may show five patterns at different 
prices, but purchased on an even size scale, according 
to our classification, a basic pattern may cover the 
“end” sizes and the more novel styles in the middle 
sizes. We take plain black kid pump for a basic 
style in pumps, purchased in sizes 3 to 8 AAA to C, 
a slight trim 31%4 to 7% AAA to C, then a slightly 
more fancy style even at a high price, 4 to 7 AA to 
C. By now the pairage is. getting lower, so that an 
extreme pattern may end the group like this, 5 to 614 
AA to B. 

In order that sizes sufficient to meet the require- 
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Interior of women’s shoe department of Wilkes-Barre Dry Goods Co., Wilkes-Barre, Pa. 


ments of our customers may be carried, it is necessary 
to purchase accordingly. Size records must not only 
be kept, but studied and used. In order that we may 
not miss any sales for want of a size, we make a 
careful study of our sales ticket. A constant watch 
on sizes by sales tickets is kept and the rate of turn- 
over is made by multiplying sales by 52 weeks and 
dividing by inventory. An accurate record is kept 
by daily assorting size tickets and notations made in 
a booklet designated for that information. It is very 
simple, after looking at your figures, to go through 
the entire set up and find what is needed, or what 
group is falling down in sales. 


Again let me repeat that this 
system of size control is of great importance to do 
away with excess buying of sizes in all patterns. 

If this plan for running stock is followed, one can 
see at a glance all pumps in a group, followed by 
straps, and then ties. 

A complete line of sizes is necessary for the pro- 
motion of a sale, and in order to accomplish this end 
there must be a limited number of price lines and 
brands. The real purpose of a sale is to gain vol- 
ume, but in the end does not show a mark-up. The 
promotional idea or special items are not followed as 
closely today as they have been in past years. This 


is due to the fact that the public is more or less fed 
up on hearing about sales. The store that has a com- 
plete size stock is building up their amount of busi- 
ness. When a customer finds the style shoe that she 
wants, it is profitable to the store to be able to fit her 
accordingly. It insures the store of a satisfied cus- 
tomer and builds up a patronage. We have set for 
the year four sale events and at this time the items 
are particularly good values. The idea of spreading 
sales tends to make the customer feel that it is just 
another sale; whereas if a store has only four sales 
a year, the public will respond more readily and look 
forward to them. In order that stock sizes sufficient 
to meet the requirements of our customers may be 
carried, it is necessary to purchase carefully. As is 
well known, mark-downs and inventory shortage are 
products of sales. Overbought merchandise is an- 
other incentive for a sale. The completeness of size 
stock requires, more or less, an investment to cover 
seasonable and prestige merchandise, but not in reg- 
ular stock. The regular stock is based on staples and 
new patterns can be bought to fill in sizes. 

The size control system provides a basis for con- 
trol of shoe merchandising operation. It replaces the 
older practice of buying which sufficed years ago. 
The size control can be defined as a system which 
provides the management with a picture of the move- 

[TURN TO PAGE 34, PLEASE] 
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“Let the Seller Also 


The clear thinking of our 
president is doing more to bring about ethical 
standards of practice than any other force in Amer- 
ica. Perhaps the most significant thing that he 
has said is from his special message to Congress, 
recommending the enactment of a law for Federal 
supervision of interstate traffic in investment 
securities. 

What he says in relation to investment securities 
might well be said in relation to all business trans- 
actions. 

The almost revolutionary paragraph reads: 

“This proposal adds to the ancient law of 
caveat emptor the further doctrine: ‘Let the 
seller also beware.’ It puts the burden of tell- 
ing the whole truth on the seller. It should 
give impetus to honest dealings in securities 
and thereby bring back public confidence.” 


For centuries the rule of trade has been caveat 
emptor—‘“Let the buyer beware,” President Roose- 
velt now includes the doctrine—“Let the seller 
also beware”—to make imperative truth and hon- 
esty in transactions. 

_ The paragraph that precedes this new princi- 
ple of business reads: 

“There is, however, an obligation upon us 
to insist that every issue of new securities to 
be sold in interstate commerce shall be ac- 
companied by full publicity and information, 
and that no essentially important element at- 
tending the issue shall be concealed from the 
buying public.” 

This means that ballyhoo and “blue sky” are to 
be removed from propositions, promotions and 
practices. The public “has sustained such severe 
losses through practices neither ethical nor honest” 
that this one clear call for Federal supervision is 
needed if honest business is again to be restored to 
its normal functioning. The policing power of 
government now comes into business. 


This, then, is the new key to business—“Let the 
seller beware” for he must not withold information 
necessary for a true appraisal of the securities to 
be sold. Here is a clear mandate for the seller to 
see to it that what he does is useful, not only to him- 
self but to the man who buys. The public has paid 
altogether too dearly for the “whistling-wind” that 
has made a “proposition” look as though it was as 
sound as the rock of Gibraltar. By this law we will 
begin to learn that which is true, from that which is 
false. 

When the responsibility is put upon the seller, 
that no false pretense, representation or promise 
can be made, then the buyer is twice safeguarded. 
First by his own natural caution and second by law 
of Congress. 

There is scarcely a man or merchant in America 
who hasn’t invested moneys outside of his own 
business, on the general assumption that the other 
fellow was doing business on as honest a basis as 
the merchant’s own principles. 

Many a man and merchant has bought securities 
of foreign governments and corporations on state- 
ments that have been damnable half-truths, cover- 
ing up financial treachery, bonuses and statements 
of values not backed by fact. We hope the legisla- 
tion goes through with speed and certainty. 


W. joy to see in 
Washington a man of action—one who may make 
errors but who tries not to. We admire his frank- 
ness in saying that he operates on the basis of 
trial and error, for he moves in the direction of 
progress. There has been an absence of “shennan- 
igans’on the part of some Congressional forces 
only through fear of the president. He certainly 
has captured the imagination of the American 
public. The country is behind him. The public 
says: “Back the President.” At last America is 


_awake, aggressively alert to the need for a new deal. 
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Word Foot Health Talks 


Short, Pertinent Messages for Radio 


ESE 50 word messages are 
planned to make listeners or 
readers "foot conscious” with- 
out overloading them with detailed 
ideas—just one good strong "punch" 
at a time. For cards or newspaper 
ads they can be used “as is." For 
radio spot announcements, they re- 
quire a bit of introduction. A sug- 
gestion follows. 


LADIES AND GENTLEMEN: 


“April 17th through April 22nd is Foot 
Health Week. Because of their interest in 
healthy, happy feet (town names), leading 
shoe stores, chiropodists, orthopedists and 
podiatrists have united to send you a series 
of brief foot health messages of only 50 
words, no more, no less. Here is one of 
these important suggestions—listen care- 
fully, please. 


“A ‘pigeon toed’ attitude when the 
child is standing or walking is a 
symptom of impending foot trouble. 
When the feet rotate outward, the 
undue strain stretches the inner liga- 
ments of the foot, causing bone dis- 
placement and serious foot trouble. 
The correct foot position is pointed 
straight ahead." 


"Have your children's feet and shoes care- 
fully checked by a competent person dur- 
ing Foot Health Week, April 17 to 22." 


“Wear good shoes. It does not pay to 
wear cheap shoes of any kind. They lose 
shape, become unsightly, and torture the 
feet by failing to give them correct sup- 
port and forcing them into unnatural posi- 
tions. Buy good shoes, take care of them, 


Broadcasts; Display Cards or Foot Health Week Ads 


and you'll gain in both economy and foot 
health. 


"Have your feet and shoes carefully 
examined by a competent person 
during 

FOOT HEALTH WEEK 
April 17 to 22" 


"When muscles are strong and feet in good 
condition, the flexible shank can be worn 
with comfort. If there is a tendency toward 
weak arches a more rigid shan prefer- 
able since this prevents undue strain on 
the muscles. Let an experienced orthoped- 
ist or chiropodist advise you on which is 
best. 


"Have your feet and shoes carefully 
examined by a competent person 
during 


FOOT HEALTH WEEK 
April 17 to 22" 


"The weight of the body should fall equally 
on three points—the heel, the ball of the 
foot, and the outer edge of the foot. Any 
unbalance of weight deforms the foot. 
Foot parts cannot be replaced, and cor- 
rection is a slow process. It's better to 
wear correct shoes. 


"Have your feet and shoes carefully 
examined by a competent person 
during 


FOOT HEALTH WEEK 
April 17 to 22" 


“Ninety per cent of all children are born 
with perfect feet. Ninety per cent of al! 
adults suffer some form of foot ailment. 
Do not purchase shoes for your children 
without proper fitting, or force the child 
to wear uncomfortable shoes. Correct 
shoes are as essential as correct food to 
your children's health. 


“Have your children's feet and 
shoes carefully examined during 


FOOT HEALTH WEEK 
April 17 to 22" 


"Twenty-six foot bones form two principal 
and two minor arches, held in place with 
ligaments and muscles. When any muscles 
become weakened, the entire strain is 
thrown on the ligaments which stretch and 
allow the bones to become displaced, press 
against blood vessels and nerves, causing 
pain and discomfort. 


“Have your feet and shoes carefully 
examined by a petent person 
during 


FOOT HEALTH WEEK 
April 17 to 22" 


“When measured for shoes stand with your 
entire weight upon the foot scale. The 
foot is longer then. Be sure the shoe fits 
snugly around the heel and waist of the 
foot, and the large toe joint falls in the 
widest part of the shoe. Have plenty of 
toe room. 


“Have your feet and shoes carefully 
examined by a competent person 
during 
FOOT HEALTH WEEK 
April 17 to 22" 
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BOUGHT! 


by the GREATEST number of customers 


HE AMERICAN WEEKLY is bought by the big- 
gest magazine audience in the world. 

Its big dramatic color pages, advertising items 
of merchandise in your store, influence millions 
more retail customers than any other magazine. 

Living in your own community, thousands of 
these readers of The American Weekly are your 
customers. Make it easy for them to see, reach 
and buy the merchandise they want and they'll 
give you extra business and extra profit. 


What is The American Weekly ? 


The American Weekly is the largest magazine in the world. It is distributed through 
17 great Sunday Newspapers. In 558 of America’s 995 towns and cities of 10,000 
population and over, The American Weekly concentrates 70% of its circulation. 


In each of 136 cities, it reaches one out of every two families 
In 105 more cities, 40 to 50% of the families 

In an additional 153 cities, 30 to 40% 

In another 164 cities, 20 to 30% 


. .- and, in addition, more than 1,750,000 families in thousands of other communities, 
large and small, regularly buy and read The American Weekly. 


THE MERICAN 


in the 

“The National Magazine with Local OS AA 
Main Office: 959 Eighth Avenue, New York City 


Branch Offices: Bupc., Cuicaco . . . 5 Winturop Sguare, Boston . . . 753 Bonnie Braz, Los ANGELES . . . 222 Monapnock Bipc., SAN Francisco 
11-250 Generat Motors Detrorr . . . 1138 HANNA Bipc., . . . 101 Marretra St., ATLANTA . . INTERNATIONAL BiDo., St. Louis 


When writing advertisers please mention Boot and Shoe Recorder 
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GOOD NEWS 


for the public! 


When writing advertisers please mention Boot and Shoe Recorder 
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NEWS 


for you! 


| 


— is advertising to your 
customers — telling them how to 
save money on shoe bills — telling 
them that no sole ever built can out- 
wear a Goodyear Wingfoot Sole—tell- 
ing them that long-wearing soles mean 
long-wearing shoes — telling them to 
come to you for real ECONOMY! 


Week after week—in magazines total- 
ing more than SEVEN MILLION circu- 
lation—Goodyear publishes this good 
news of thrift from longer wear. 

The Saturday Evening Post—Collier’s 
—Liberty—all three carry this adver- 
tising. Isn’t it smart business to put 
this advertising ‘to work for you by 
featuring shoes that have Goodyear 
Wingfoot Soles? You bet it is! 


WINGFOOT 


SOLES AND 
HEELS 


When writing advertisers please mention Boot and Shoe Recorder 
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Advertising Genius Develops New Art and Layout Treat- 
ment for Spring Shoe Promotions. Screen Background 
Effects Introduce Additional Eye Appeal and Atten- 


SHORT-VAMPED SHOE 


tion Value 


By GEORGE E. GAYOU 
Associate Editor 


F the Spring, good 
advertising, with appealing layouts and sprightly, 
sparkling copy blossoms forth to herald the new 
shoes that always add a smart footnote to the 
Easter Sunday fashion story. 

During the past week, shoe stores and depart- 
ment stores have put their best advertising brains 
to work and the introduction of the new lines of 
shoes was emphasized with unusually large space 
ads. The pulling power of shoe advertising in 
department stores must be superior to that of 
many other departments, as so much of the sched- 
ule is devoted to this kind of merchandise. 

With the new shoes came a new advertising 
technique, of layout, art work and promotional ef- 
fort to flavor the copy with a fresh appeal. The 
effect of the ‘‘new deal” in Spring shoe advertising 
was obtained with screened backgrounds, in a ma- 
jority of instances the copy and illustrations of the 
shoes being super-imposed on the tint. A vogue 
of this type of advertising presentation has been 
developing in the pages of the newspapers for a 
few months, but its general use in shoe advertising 
has been restrained until after the sales of Feb- 
ruary and March were completed and regular 
prices were featured for Spring shoes. 

The effect is striking in many instances—but 
frequently good balance, harmony of composition 
and easy readability are sacrificed to design the ad 
within the scope of the screened background vogue. 
Completely reversing the advertising acceptance of 
a year ago, when its was considered good taste to 
feature one outstanding shoe in the layout as the 
centerpiece of attraction, today we find shoes, 
many shoes, filling the space with little considera- 
tion given to white space or the best spotting of 
the illustrations in the ad. 

A majority of ads featuring footwear show as 
many shoes as possible, offering a wide selection 
of patterns, which is, of course, a proven form of 
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Smart Layouts and Sprightly Copy Greet the Spring 
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direct selling. No doubt sales are the dominant con- 
sideration, which accounts for the many shoes being 
illustrated. Wash drawings and half-tone cuts are 
used almost exclusively or if the shoes illustrated are 
line cuts, they are superimposed on a tainted or toned 
background which gives them the effect of half-tones. 

While half-tones printed on news print are never 
quite as satisfactory in bringing out the detail of the 
shoe as a line drawing, nevertheless the half-tone will 
have a closer resemblance to the shoe when shown 
to the customer in the store than an interpretation 
of it in line. Half-tones more nearly resemble pho- 
tographs and register a more realistic impression of 
the shoe than a line drawing conveying the artist’s 
idealism of a shoe. 

The new treatment of the Spring shoe advertise- 
ments using screened background effects has a com- 
pelling interest to the reader. The ads lift away from 


the page and if shared on the page with other space 
units, the distinctive art treatment gives it an indi- 
viduality of its own. 

This seems to be the aim of advertising executives 
planning these shoe campaigns. Unusual illustrative 
effects, rather than the “catch” headlines which last 
year ran riot with cleverness and trickiness. Holding 
the reader’s attention has been accomplished with this 
new technique and the customer can scarcely miss 
the ad when thumbing the pages of the newspaper. 

The toned backgrounds offer opportunity for va- 

[TURN TO PAGE 62, PLEASE] 


SAKS - FIFTH AVENUE 


We have a new Shoe Shop A new Last 
A new Price. And we call them 


PETITES MODERNES 


If you like short last, Rovodotd, Smart.” 
Yourig. If you like 30 things 20 much, you just must 
limit yourself 9a pulee-—then come’ quickly over to Saks- 
Fifth Avenué To our stw shops on the Seventh Floor. 
Petites inexpensive’ place to find 
everything ‘chic up and fexes down. Ask to 
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A window background and trim designed to feature shoes for both active and spectator sports. 
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It gives an atmosphere of the 


clubhouse through the use of a simple two-tone awning, lattice and tubbed plants. Vines can be substituted for the plants if 
desired, or these can be left out entirely. 


Windows Play Leading Part 


Sport 


Shoe Promotion 


That there has been a definite 
revival of confidence in the future throughout the 
United States in the past six weeks is a fact which 
even the most confirmed cynic would hardly dispute. 
The big question now is how, when and to what 
extent this change in sentiment can be translated into 
actual improvement in business, thus paving the way 
for economic recovery. To a large extent this is an 
individual problem for every industry and every unit 
in the industry. One of the greatest obstacles to re- 
covery, assuming that fundamental conditions are 
becoming more favorable, is the disposition on the 
part of many business men to wait for the turn of 
the tide in the expectation that they will then ride 
back to profits on the mounting wave of prosperity. 

It is doubtful, to say the least, whether prosperity 
will ever come back in just that way. When it comes 


Plan Early for Strong 
Displays to Herald 
Sport Shoe Week 


it is hardly to be expected that it will come’to every- 
body alike. Or that it will come through any sudden 
or gradual restoration of things as they were before 
1929. The best that can be hoped for in all proba- 
bility will be, not the restoration of the easy money 
times of the twenties, but the development of a situ- 
ation in which success will again reward constructive, 
intelligent effort. 

There isn’t much the government can do to make 
a shoe store prosperous. That’s the merchant’s job, 
and the stores that will succeed under the New Deal 
will be the stores that do the most efficient job of 
selling. In that respect the New Deal is, from the 
merchant’s standpoint, but little different from the 
old. 

New times call for new ideas, however, and for 
new ways of making ideas effective. Today’s condi- 
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is “LEONA” by Laird, Schober and 
Company, Phila. Four eyelet tie, 


punched quarter and vamp, under- 
lay in champagne kid. Hubsch- 
man's Tandrite Calf, color No. 28. 


The Feminine Eye 
attracted 

Tandrite’s 

Lustrous Finish 


Yes, and the feminine pocketbook opens quickly to add 
to her Spring ensemble footwear of such graceful and 
modish appearance. 

Made in all the shades that Fashion has decreed, by 
a process exclusive in many details, Tandrite Calf com- 
bines deep, glowing color, close grain, pliability, 
durability and exceeding comfort. 

Display shoes of Tandrite Calf... attract the femi- 
nine eye and open the feminine pocketbook. 


SONS, Inc. 


Tanners of Fine Calf Leathers ..... PHILADELPHIA 
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grass, white tence and red marker. 
continuing on the window floor. 


on in flat green paint. Or excelsior can be broken up in fine pieces, dyed green and scattered over the green paint. 
The walk can be painted sand color and real sand scattered on while 


more realistic effect can be obtained with grass mats. 


paint is wet. The fence can be cut out of wall board and painted white, or real boards can be used. 
as a panel for lettering. 


tions tend to put the emphasis of selling very strongly 
on promotion and particularly on the visual kind of 
promotion that comes to a focus in the merchant’s 
windows. People today are canny, critical buyers 
and they wish to see the goods, to compare styles and 
values, even before they walk into the store. Sales 
are made—or lost—through windows, so it behooves 
every shoe store to put forward its most attractive 
merchandise. 

Almost before we know it, we shall once again be 
right in the midst of another season in which the 
minds and interests of most people will be concerned 
mainly with activities of the outdoor life. Whatever 
depression has done to most of us, it has not abated 
our interest in sports and the recreations of the out- 
door world in Summer. Witness the attendance at 
major sports events, the salaries paid to Babe Ruth 
and other famous figures in the world of sport, if 
you doubt the continued interest and appeal of sports 
activities—and consequently of sportswear. 

And so the Recorper believes that sport shoes 
offer the big field of opportunity for constructive, 
extra-pair promotion in the Summer season. And 
the Recorper offers National Sport Shoe Week as a 


fitting send-off to arouse a nation-wide sport shoe _ 
consciousness at the very beginning of the outdoor 


Summer season. Timed just ahead-of. Decoration 
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SPORT SHOES 


A bold yet simple idea for a sport shoe window, easy to make and very striking with an effective color scheme, such as green 
The parade of sport shoes marches down the diagonal inclined walk and turns to the left, 
All that is needed is a panel of wall board for the inclined surface, with the grass painted 


AND SHOE RECORDER 
combining THE SHOE RETAILER, April 8, 1933 


A still 


The gate serves 


Day, it coincides in the North with the period of in- 
tensive promotion for straw hats and Summer cloth- 
ing for men and outdoor apparel for women. We 
believe that every shoe store that aims to make the 
most of the existing opportunity for added sales and 
profits through the Summer season will center its 
efforts very largely around sport shoes and will tie 
in with the nation-wide promotion of Sports Shoe 
Week. 

Interesting, attractive window displays, well 
planned and displaying a variety of styles effectively, 
will provide one of the best data for Summer sports 
shoe promotion. Starting with National Sport Shoe 
Week, the live store will plan a succession of strong 
displays to carry on through the Summer and the 
vacation season. These windows should be alter- 
nated with displays of regular Summer footwear, not 
of the sports classification, for the sports shoe pro- 
motion can attain its maximum effectiveness only as 
it sells an extra pair. Merely replacing a pair of 
regular Summer shoes with sport shoes accomplishes 
little or nothing for the betterment of the individual 
store or for the industry. 

The question of how far the shoe store should go 
in trying to confine the use of sport shoes strictly 


~ to country wear and sports. costumes is debatable. 


[TURN TO PAGE 34, PLEASE| 
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PETERS PARADE HEALTH SHOES 


woou 


THE LINK THE VANITEE 


30 In-Stock Styles 


‘ Each possessing the following features which bring repeat sales; 


. 1 Narrow heel. 8A tempered spring steel arch sup- 


2 Cupped heel seat. port. 


9 Extra long solid leather counters to 
help keep the foot in the correct walk- 
ing position and assure lasting shape- 
4 High waist and short back part liness. 

to prevent pronation. 


; 3 Plenty of room across ball to 
avoid cramping the toes. 


- 10 High grade upper stock and first 
5 Wiped out arch to give a band- quality solid leather soles for service. 
age-like support. 


6 Full cuboid room. 12 Skilled workmanship in a factory 
7 Properly balanced to g ve a specializing in the construction of 
three point tread. health shoes. 


FAST IN-STOCK SERVICE 


| A large floor stock of Parade Health Shoes is maintain- 
| ed at all times. Prompt service on fill-in orders is assured. 


TI Styles to please the most exacting. 


Write or wire for Salesman 


PETE RS Branch of International Shoe Co. SI. LOU IS 


When writing advertisers please mention Boot and Shoe Recorder 
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Percentage Scale Based on Three Weeks’ Selling 


COMPOSITE SIZES OF NOVELTIES ON HAND 


% % 


% % 


% % Difference 
Hand Sold 


5 


32 23 


18% 19%} 1% not enough 


27 


49 20 


27% 23%| 3% too many _ 


44 


11 


27% 30%| 3% not enourh 


26 


3 


27% 27% 


1 


1% 1% 


694 240 


Seale of sizes sold in 3 weeks 
“un & 8 


4 9 13] 13] 3 


12] 12] 12 


Difference. . 


11} 20) 17) 7 


14) 9 12) 10 


15} 35] 51] 54] 42 


Styles or Sizes 
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ment of goods handled in the business. 
It presents a complete analysis of in- 
ventory, not once a year, but continu- 
ously, and does so without any increase 
in expense. 

The chief function of size control is 
to isolate the group for individual con- 
sideration. The sales ticket classifies 
every group and allows the progress to 
be observed. By watching the group 
within price ranges you can determine 
its cost and profit and it is therefore a 

asic toll of management. 

This system affords the following 
information about each and_ every 
group at any given period—day, week, 
month, or quarter: 


1—Merchandise bought. 2—Mer- 
chandise sold. 3—Merchandise on 
hand. 4—Price at which shoes were 
bought and sold. 5—Rate of turnover. 
6—Shows a balanced or unbalanced 
stock by sizes or price. 


The advantages of size control to the 
buying department are incalculable. 
Our continuous record of merchandise 
movement shows the shoes on a basis 
of turnover and mark-up. Classifica- 
tion of shoes, which is the principal 
feature of this system, allows the buy- 
ing executive to judge any shoe in a 
group, on the basis of seasonal use. 

Merchandise stocks can be kept at a 
minimum by this control. This gives 
the buyer an opportunity to purchase 
goods when timely, with the seasonal 
demands in mind, and at prices which 
will reveal the highest possible mark- 
up. It will show when the department 


has erred in choice and price, and do 
so in time to avoid serious losses in 
mark-downs. 

These control records also show the 
ebb and flow of sales of any particular 
shoe and so register customers’ ap- 
proval or disapproval. The prompt re- 
cording of this makes it possible to dis- 
pose of unwanted styles and to pur- 
chase new shoes which meet with 
readier sale. The size operation can 
be kept in harmony with shifts in cus- 
tomers’ demand for different sizes. 
The retailer who keeps informed as to 
the best sellers, who knows how long 
they have been carried and in what 
volume the various price ranges have 
been selling, is in a position to avoid 
heavy mark-downs. 

Retailers who have been using some 
kind of records during the past sea- 
sons have’ been able to maintain stock 
turnover and to keep up-to-date foot- 
wear, but still have end sizes to sell 
at a reduction. This size control can 
be applied to all types of retailing 
stores or departments and is a solution 
to many bad situations today. 


Finch Starts Corrective 


Shoe Store 


ATLANTA, Ga.—M. F., Finch, well- 
known Atlanta foot specialist, has 
leased space at 420 Peachtree Arcade 
Building. He will handle the famous 
Dr. Scholl line of orthopedic shoes, it 
° stated, with a number of associated 
ines. 


Windows Play Leading Part 


[CONTINUED FROM PAGE 32] 


Many merchants, realizing the de- 
sirability of keeping sports footwear 
confined as much as possible to its 
proper sphere, nevertheless recognize 
that this is an extremely difficult ob- 
jective to achieve, although a great 
deal can be accomplished in an educa- 
tional way by showing shoes in an en- 
vironment that suggests their proper 
use, with correct apparel and acces- 
sories. 

This week the RECORDER presents the 
first two in a series of suggested win- 
dow displays for National Sports Shoe 
Week and the sports shoe season. The 
purpose is to give the merchant a va- 
riety of effective ideas for sports shoe 
windows which can be carried out by 
following simple instructions, and 
which require neither expert workman- 
ship or costly expenditure. It is sug- 
gested that shoe merchants who plan 
and create their own windows file these 
sketches for future reference and for 
possible use during the sport shoe sea- 
son. Many stores will doubtless find 
that they can make use of the displays 
substantially as they appear in the 
RECORDER, while others can adapt 
them, with a few changes, to the par- 
ticular requirements of their store and 
to the size and shape of their windows. 


Renews Store Lease 


PorRTLAND, OrE.—I. I. Stewart, for 
some years past associated with Jort- 
land’s Cantilever shop, has again ex- 
pressed his confidence in the future by 
renewing his lease in his present Mor- 
rison Street headquarters for another 
three years. 
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O. R. Welch Moves Store 


HuTCHINSON, Kans.—After 21 years 
at one location, the Welch Shoe Store 
has opened a brand new store at 204 
Main St. 

The windows and the entire in- 
terior are done in random width, 
natural finished, knotty pine. There 
is no other store with this type of 
fittings in the state, or this part of 
the country. It is thought the store 
nearest at hand which is fitted with 
antique reproductions is in Chicago. 

The mellow tone of the pine 
boards provides a warm, friendly 
background for the store, which has 
become a Hutchinson institution in 
the 21 years of its life. Welch’s will 
keep the same standard brands of 
shoes for which they became noted 
over this part of the country, in ad- 
dition to a new lower priced line for 
both men and women. Perry S. 
Welch of the company has just re- 
turned from the eastern markets, 
where he purchased the latest stock 
available for the opening. 


New Boys Shoe Department 


INDIANAPOLIS, IND:—One of the larg- 
est and most complete boys’ shoe de- 
partments was opened Saturday on the 
third floor of the William H. Block 
department store. The opening was 
celebrated by a special sale of footwear. 
Store officials say the new unit is one 
of the largest in the Central West. 
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Adds Shoe Department 


YouNGSTOWN, On10—Lustig’s, one of 
the best known retail shoe stores in the 
Youngstown district, has opened a com- 
plete new downstairs store catering to 
footwear needs of the entire family. 
All new fixtures and appointments have 
been added. 

“The new store,” Bert Lustig said, 
“will be considered as a separate unit 
and will be operated independent of our 
main floor department where we will 
continue to handle the very best lines 
of footwear, as in the past. With the 
opening of the new store, a service 
heretofore limited almost exclusively to 
highest quality footwear, is broadened 
to meet every demand.” 

An entire new stock of more than 
4000 pairs of shoes was purchased for 
the new department. Souvenirs were 
given all patrons on the occasion of the 
recent formal opening. 


Featuring Men’s Shoes 


BALTIMORE, Mp. —Henry’s Men’s 
Furnishings Store, one of the units op- 
erated in this city by the Hecht Co., 
operators of The Hub, Hecht Bros. & 
Co. stores, is another addition to the 
men’s retail shoe field. This store has 
just opened a men’s shoe shop on the 
main floor in which men’s footwear is 
featured at the one price of $3.65. 


SHOES 


a product of International 


DUNDEER 


The nation’s favorite footwear 
for men, women and children 


JOHNSON 


Branch of international Snoe ¢ 


Louis, MO. 


HNSONS RAND 


1933 


All White Shoes Lead Off 
in the South 


[CONTINUED FROM PAGE 19] 


The shoe dealers in Miami enjoy 
quite a nice business from outfitting 
the many orchestras necessary for the 
night clubs and the majority call for 
all-white shoes. 

Miami shoe dealers also try to con- 
vince the trade it is to their advantage 
to wait until they reach Miami before 
buying their footwear as we study the 
approaching styles in advance of other 
cities. Then, too, the tropical climate 
makes the feet a different size. ‘the 
desire, while in Miami, is to go places 
and do things and therefore you don’t 
want hurting feet. The many fashion 
shows held by local merchants, as well 
as those New York, Saratoga and other 
leading style centers give, convince the 
trade what we show is correct. 

Both from my own deductions and 
from contacts with many reliable 
sources, I believe that this coming <ca- 
son will see more all-white shoes worn 
by men than ever before. Our s:iles 
right here in Miami have proved the 
case conclusively to my satisfaction. 
Other merchants have the same story 
to tell. Manufacturers indicate a simi- 
lar conviction. 

A custom last with a leather heel, 
foxed lace stay and perforated vamp, 
lace stay and heel quarter, all white 
uppers, should be the number one seller 
during the warm weather. Straight 
tips are crowding the wings very hard 
and may prove better sellers. 

Closely following this type is the 
all-white plain toe, on a full last, with 
either a leather or a composition felt 
and rubber sole. The blucher tendency 
should be watched in this kind of a 
shoe. We have found it to be increas- 
ing in popularity. The all-white moc- 
casin pattern is making many friends. 

Unquestionably we in the South have 
a much longer white shoe season than 
elsewhere and so we have played them 
harder and possibly more consistently. 
It is interesting to note the gradual 
swing. to all-white shoes for men. Only 
a short seven years ago. there was 
practically no sale for the all-whites, 
save the few linens or ducks in the 
very cheap grades. Then came the 
wearing of black and white and brown 
and white in 1927, which was followed 
in a couple of seasons by the all-white, 
plain toe model. 

Last year the all-white shoes went 
rather sour; in fact we put a premium 
to move them out toward the end of 
the season. That did not deter us 
from going heavy on them this year. 
All classes of men took to the all- 
whites this year. High school boys and 
conservative business men alike bought 
them. And there seemed to be much 
less price resistance to the top grades. 
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How to Promote Profitable 
Foot Health Service 


[CONTINUED FROM PAGE 14] 


in our department, which adds a per- 
sonal touch to the broadcast. We try 
to make these programs interesting by 
bringing in the romance of the history 
of shoemaking, testimonials of grate- 
ful wearers of our shoes, statements 
of foot health interest from our local 
foot physicians, and we always em- 
phasize the value of our shoes and 
the services which we afford the foot 
sufferer. 

Our direct mail advertising carries 
an interesting message on foot health 
jn a personal manner, and to a select 
mailing list. This medium enables us 
to make use of shoe construction 
charts and pictures, charts of efficiency, 
census and survey figures, foot health 
booklets, etc. 

The potential possibilities for in- 
creasing our corrective shoe business 
are almost unlimited by the expanding 
of our trade territory through the 
facilities of these advertising agencies. 
We receive inquiries and ultimately 
increased business from miles around 
us. 

We frequently devote our entire win- 
dow display to foot health trims, fea- 
turing our correct shoe. Realizing 
that these windows are the “collar and 
tie’ of our store, we give them a great 
deal of time and consideration. 

Our entire organization is sold 100 
per cent on the line of shoes we recom- 
mend. Our staff of expert shoe fitters 
is schooled in the selection of the proper 
shape or last of shoes to be fitted on 
the foot as well as the correct size to 
be used. We find this of major im- 
portance in the distribution of correct 
foot wear. The men fitting these shoes 
know when to suggest foot exercises 
and how to massage and crease shoes 
to the individual foot. We firmly believe 
that our patrons receive an unexcelled 
fitting service and we are justly proud 
of our entire organization. 

Our line of correct shoes consists of 
a family of basic lasts which give us 
the shapes and heel heights necessary 
for properly and conscientiously fitting 
our customers. Complete sizes and 
widths are maintained at all times in 
these basic shoes and we find it un- 
necessary to include these shoes in 
general sales. By means of combina- 
tion colors, appliques, pipings and tips 
and fixings we build basic correct shoes 
with which we can interest the young 
woman as well as the more matronly 
customer. 

We suggest and promote a complete 
program or wardrobe of correct shoes 
for our customers who have foot 
troubles. This means the sale of four 
or five pairs of shoes to the foot trou- 
bled patron within a few weeks after 
her purchase of the first basic shoe. 


A complete customer record is kept 
of each pair of shoes purchased. These 
are filed on a card system and it is 
very gratifying in checking them over 
to see what a large percentage of 
patients, fitted in basic shoes, returned 
for each additional step up in this 
family of shoes. 

An interesting phase of this business 
is in ordering special shoes for cases 
of deformities. We have taken special 
measurements and ordered shoes for 
such customers for many years and 
they gratefully advertise this service. 

We specialize also in the fitting of 
correct shoes for children as well as 
men and women. When we have cor- 
rectly fitted any one member of the 
family, it generally means that in a 
short time we will be fitting shoes to 
the entire family as well as _ their 
friends. Indeed there is an endless 
cycle to this “word of mouth” adver- 
tising. 

We are constantly on the look-out 
for new developments in lasts, the bene- 
fits of which we pass on to our pa- 
trons; and we strive to keep abreast 
of the times in our foot correction. 


To Have $3.95 Department 


BALTIMORE, Mp. — Wyman’s has 
opened a new $3.95 shoe department 
for women in which all footwear is sold 
at the one price of $3.95. Walking 
sandals featuring Continental Cuban 
heels and spike heel pumps, both fea- 
turing hobnail trimming, are outstand- 
ing features of this new department. 


Sattler’s, Inc., Buys Store 


BurFraLo, N. Y.—The Vitality Shoe 
Co., retail footwear, 7 East Genesee 
Street, has been sold,to Sattler’s, Inc. 
The purchase price was not announced. 
The merchandise stock has been moved 
to the Broadway store of Sattler’s, 
Inc., where the men’s Vitality shoes are 
being liquidated for $2.83 and the 
women’s $5 and $6 lines are being sold 
for $2.53. 


To Reorganize Retail Store 


JAMESTOWN, N. Y.—August F. Nel- 
son reports that as soon as he can liqui- 
date his stock of men’s furnishings, the 
business will be reorganized and will 
specialize in men’s, women’s and chil- 
dren’s footwear in his present location 
in the Nelson building at 306 East 
Third Street. Mr. Nelson has carried 
men’s shoes, but will expand this fea- 
ture of the business, carrying popular 
priced lines for the entire family. 


660000008 
“The 


Correct Dodge for All Occasions” 


TURNS 


Less 5% 
10 Days 


With all signs pointing to re- 
newed interest in quality by 
the consumer, you can offer 
genuine hand turns this Easter 
at the lowest price in many 
Bliss & 


years for Dodge, 
Perry quality. 


No. 6642—977 Grey Suede 
"Sooky" 
French toe last—20/8 heel 
—AAA to C, 3 to 9... .$3.00 


No. 6691I—G Fawn Suede 
"Swanky" 
French toe last—!4/8 heel 
—AAA to C, 3!/ to 9. .$3.00 


No. 1108—WHITE KID "EDNA" 
20/8 heel—AAAA to C, 


No. 1102—WHITE KID 
“REGENT” 


16/8 heel—AAAA to C, 


25¢ extra for orders for 3 pairs or less. 


NEWBURYPORT, MASS. 
“ONE GOOD TURN SELLS ANOTHER” 


6600068 
GENUINE BENCH-MADE HAND 


NEW IN-STOCK SHOES 
0 
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article produced, the merit 
resistance completely swept 


@Even Banking Holidays and Earthquakes 
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STOP MUST HAVE SIZES PLEASE GIVE COAST ACCOUNT PREFERENCE On thi 
ACCOUNT OF DISTANCE STOP BANK CLOSINGS AND EARTHQUAKES HAS NOT “ 
STOPPED THE THE SALE OF THE WONDER SHOES= 
J M FERGUSON THE MAY CO Lia = 
SAVE 
7WENTY PLRCENT 

POSTAL L 

Telephone Your Telegrams to Fostal Telegraph f 

0 
= 


When: writing advertisers please mention Boot and Shoe Recorder 


» 1933 


LIFETIME 


pt aside e e 


oT 


of America, Inc. 


BooT AND SHOE RECORDER 


Bonbining THe SHOE Retailer, April 8, 1933 


The ONLY SHOE @esigned and approved by 
Dr. M. W. Locke, Williamsburg, Ont., Canada. 


This Notice will be 
seen by millions of 
consumers: 


BEWARE: Don't be fooled. 
There is only one Dr. M. W. Locke. 
There is only one M. W. LOCKE 
shoe. Substitutes and imitations of 
these scientifically constructed shoes 
may appear on the market. So bear 
this in mind—the only shoes de- 
signed and approved by Dr. Locke 
are those that carry the name— 


“M. W. LOCKE.” 


Until we can deliver all original orders 


and thousands of pairs of re-orders, we 


cannot at this time accept any new 


distributors for the M. W. Locke Shoe. 


We Suggest: That your application be filed 
immediately, however. The franchise for the 
distribution of the M. W. LOCKE Shoe has 
become one of the most valuable in the shoe 
industry and we will solicit additional accounts 


as soon as we can serve them satisfactorily. 


To insure Quality, Fit, Style and Production 
THE JULIAN & KOKENGE CO., Columbus, O. 
manufacture women’s M. W. Locke Shoes, and 
FIELD and FLINT CO., Brockton, Massachusetts 
manufacture the men’s MM. W. Locke Shoes 


When writing advertisers please mention Boot and Shoe Recorder 


LOCKWEDGE SHOE CORPORATION 


SUITE 1018-1019 BEGGS BUILDING, COLUMBUS, OHIO 


MW LOCKE 
_| 


40 


As WHITE as 


SHU-MILK 
ON A SHOE! 


A GIANT NATIONAL NEWSPAPER AD- 
VERTISING CAMPAIGN in 94 leading cities 
will acquaint MILLIONS of people with 
SHU-MILK—bring them into YOUR store! 


Display and Feature SHU-MILK—America's BIG- 
GEST SELLING white shoe Cleaner—during a 
GREAT WHITE YEAR. 


CONSUMER DEMANDED—A GREAT REPEATER 
—MORE PROFIT! 


DOUBLE-MONEY 
SPRING DEAL 
| (March I-June 15 only) 
| 3 doz. SHU-MILK 


@ $1.75 $5.25 

6 bottles FREE 
Resale Value $10.50 

ORDER TODAY 


through your WHOLESALER 
He will also supply 
attractive DISPLAYS 


‘re (tll 


SMOW- WHITE 


WALTER JANVIER, Inc. 
NEW YORK, N. Y. 


National Distributors for 


NEW PACKAGE  Shu-Milk Products Corp., Orange, N. J. 
adopted 1933 


_ material benefit in focusing attention on style in men’s 
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Style 
Leather Show 


To Be Held at Hotel Astor, 
New York, May 8-9, 1933 


New styles and new leathers 
for the coming Fall and Winter already are engaging 
the attention of tanners, manufacturers and retailers, 
The development of style and color plans will be 
crystalized into a definite program at the meetings of 
the N.S.R.A. Style Committees, which will again be 
held in conjunction with the seasonal showing of new 
American leathers by members of the Tanners’ 
Council. 

As in past seasons, both the leather show and the 
style meetings will be held at the Hotel Astor, New 
York City. The dates are May 8 and 9. 

The first step in making preparations for the sea- 
son ahead was taken a few weeks ago at a meeting 
of the Joint Color Card Committee representing re- 
tailers, manufacturers and tanners, when new colors 
in upper leather for women’s and men’s shoes were 
selected. 

This preparatory work, in cooperation with the 
Textile Color Card Association, which is recognized 
as the leading international authority in forecasting 
and establishing color guides for the shoe, leather 
and other apparel industries, is required in order that 
tanners may have ample time to produce the new col- 
ors for display at their seasonal show. 

These new colors are of vital importance, for when 
combined with the recommendations of the style com- 
mittees, they constitute the program that is presented 
to the industry twice a year as a correct forecast and 
guide for the entire industry. 

These joint meetings and the leather show have 
steadily grown in importance and interest. Each suc- 
ceeding season they attract larger numbers of mem- 
bers of the industry, especially retailers. 

According to the plans already under way, the 
N.S.R.A. Style Committees will meet at the Hotel 
Astor on Monday, May 8. The work of these com- 
mittees will be under the direction of J. Gordon 
- McNeil of Boston. The meeting of the women’s 
committee will be under his personal supervision, 
while the men’s committee will function with George 
A. Geuting of Philadelphia as chairman, and Jesse 
Adler of New York as vice-chairman. The work of 
this committee in the past year or two has been of 
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shoes, which has been a stimulating factor in holding 
up pairage. 

The other two committees, the juvenile, under the 
chairmanship of Clyde K. Taylor of R. H. Fyfe & 
Company, Detroit, Mich., assisted by Maurice J. 
Yoskin, of Geuting’s, Philadelphia, and the “Vol- 
ume” Committee, directed by L. M. Shea of the Mel- 
ville Shoe Corp., New York, as chairman, will make 
style surveys of their respective fields. All these 
meetings will be held throughout Monday, May 8. 

On the morning of that day, and continuing 
through the second day, May 9, the leather show will 
be open for visitors in the Grand Ballroom and adja- 
cent rooms on the ground floor of the Astor. Here 
40 or 50 manufacturers of leathers will have attrac- 
tive displays of their lines in the new colors for 
public inspection. These seasonal leather shows, like 
the style meetings, have become accepted as the offi- 
cial seasonal presentation of American leather and as 
such continue to be of great interest to retailers and 
manufacturers of shoes in assisting them in getting 
an early and authoritative start on their Fall pro- 
grams. 

On Tuesday, May 9, the big joint conference pro- 
gram and trade meeting will be staged in the new 
ballroom on the tenth floor of the Astor. Chairman 
McNeil will preside and present a number of speakers 
who will interpret the development of Fall fashion, 
outline new merchandising policies required by the 
“new deal” in business, and forecast the probable 
trend of general activity in business. 

This meeting attracts an audience of hundreds of 
shoe and leather men, as well as many representatives 
of the apparel trades, including leading stylists. The 
proceedings of this meeting attract wide attention, a 
fact which reflects the general interest created among 
those seeking advance information on style and mer- 
chandising. The complete program will be announced 
ina few days. 

In addition to the committees, representing retail- 
ers and tanners, the National Shoe Wholesalers As- 
sociation will be represented by a special committee, 
of which Elkan R. Myers of Baltimore is chairman. 
Another cooperating committee, acting for the Na- 
tional Shoe Travelers Association, will function under 
the chairmanship of M. E. Tobias of New York and 
Brooklyn. 


Spring Opening in Canton 

CANTON, OHIO.—Favored by ideal Spring weather, 
sixteen retail shoe stores here joined more than a hun- 
dred other retail merchants in the annual two-day, 
Spring opening, Thursday and Friday, March 23 and 24. 
All of the downtown shoe stores offered special window 
displays stressing newest in women’s and men’s foot- 
wear. Several of the stores held open house and hun- 
dreds inspected the new Spring footwear. Hosiery dis- 
plays also featured the two-day event. 


Easy to MAKE 
Easy to S ELL 
Easy to WEAR 


Modish 
SLIPPERS 


ZAPON 


LEATHER 
CLOTHS 


Here’s style 
and class 
that sells. 
Slippers 
made of ZAPON LEATHER 
CLOTH pull orders. They 
are consistent profit- 
makers, that go on mak- 
ing profits for you in 
all financial weather. 

The built-in beauty and 
wide variety of colors 
and finishes 


of ZAPON A luxurious, durable 


suede-like fabric 
that makes most 
arresting slippers ... 


LEATHER 


IZARINE 


“The Standard of Quality Since 1884” 


LA PO N COMPANY 


A Subsidiary of ATLAS POWDER COMPANY 


STAMFORD, 
CONNECTICUT 


CLOTHS will 
make your 
slipper line 
the leader. 
ZAPON LEATHER 
CLOTH is sturdy, long 
wearing. It gives emi- 
nently satisfactory 
service. If you haven't 
seen these unique fab- 
rics, send your name 
and address and we will 
gladly mail 
yOu FREE 
SAMPLES 
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AIDS FOR THE FEET 


you during Fo0 Foot HEALTH WEEK 


ARCH SUPPORTS 
For over a quarter-century 
LEADERS, in saleability and 
ing or 


METATARSAL 
port and relief for any condition: 


as your duty to customers—and it’s the SURE 
way to EXTRA SALES...EXTRA PROFITS 


FOOT HEALTH WEEK—the name itself denotes 
that “just selling more shoes” is not the purpose, 
nor is such an effort on your part enough to 
warrant any noticeable increase in sales. FOOT 


HEALTH MUST BE THE KEYNOTE. That 


brings you to the point of WHAT TO FEATURE. 
the outward othe pret great toe, 
she ofthese Ga Articles that promote foot health and comfort. DR. Tra 
SCHOLL’S Appliances and Remedies are recom- "i 
mended by dealers, physicians, and used through- ri i 
ar 
out the civilized world by MILLIONS OF PEOPLE. dudi 
idly. 
The DR.SCHOLL LINE most satisfactorily equips - 
you with a money-making opportunity — FOOT oe 
HEEL-LINE 
oy, HEE LINERS HEALTH WEEK and EVERY week of the year. at th 
slipping, and the consequent : sore Stre 
heel; prevents tearing of hosiery, port: 
rows balance of insures fortable 
body to, opposite Pre- other item to sell play 
shit EXTENSIVELY ADVERTISED — WIDELY KNOWN ff 
Leading magazines and newspapers —is to clinch the EXTRA SALE— 11:0 
everywhere carry our advertisements. and to render every such customer livin 
Millions KNOW about DR. COMPLETE SATISFACTION. This reles 
SCHOLL’S—Arch Supports, Foot- service will bring customers back for pa 
Eazers, Toe-Flex, Bunion Reducer, repeat business—on your shoes and = 
Hammertoe Spring, Heel Cushions, on appliances or remedies. ery 
or Corns, Bunions, YOU NEED DR. SCHOLL’S PLAN 
FOOT BALM Callouses and Soft Corns. IN YOUR BUSINESS: NO HEAVY Wee 
INVESTMENT — NO TROUBLE. Di 
ion soothes and cools. A tissue 
strengthener for tired, aching feet. Seven out < ten people, and more— <a. « hoff’ 
An outstanding general improce- suffer some form of foot trouble. In Write at once for details . . . how littl: a rel 
fitting shoes you have the GREAT- this plan involves . . how _much ir ing 
EST OPPORTUNITY for an EX- produces... in EXTRA SALES . wie 
TRA SALE and a complete, NEW EXTRA PROFITS. Find our—NOW. the 
PROFIT . . . a long one, too. Thousands of progressive shoe dealers Wor 
who feature the DR. SCHOLL FOOT 
No pressure is needed . . . the condi- COMFORT SERVICE CAN TELI. av 
tion is apparent and DEMANDS YOU whatithas MEANT TOTHEM befo 
relief. For you to recommend the —IN DOLLARS and CENTS—in Ran: 
relief... by NAME—DR.SCHOLL’S BUSINESS DEVELOPMENT. been 
$12. 
men 
THE SCHOLL MANUFACTURING CO., Inc. 
DR. SCHOLL'S ZINO-PADS 213 W. Schiller St., CHICAGO 62 W. 14th St, NEW YORK Mad 
2 safe, sure wa UB. - 
TION: medicated disks amie corn; lr relieve from LONDON PARIS truly 
shoe sie. ger: Sell the pads for wear while Prepared in Largest Manufacturers of Foot Appliances and Remedies in the World . 
n 
Em 
EVERYTHING THAT IS NEEDED FOR PROMOTING FOOT HEALTH §§ im 
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NATIONAL NEWS 


» HOW’S BUSINESS 4 


Trade Pick-Up on Coast 


San FRANCISCO, CAL.—Local dealers 
are finding that with the ending of the 
financial crisis trade in every line, in- 
cluding shoes, is picking up very rap- 
idly. Frank Werner & Co. have selected 
this time for the display of new styles 
and designs. During the week be- 
ginning March 20, the newest footwear 
for the coming season is being shown 
at the Werner Slipper Salon, 255 Geary 
Street. Beautifully embroidered im- 
ports used in designing vamps are dis- 
played as well as lasts, new heels and 
all the paraphernalia that go to the 
making of exclusive footwear. From 
11:00 a. m. to 5:00 p. m. each day, a 
living model is demonstrating the newly 
released I. Miller fashions, and the 
women of San Francisco have the op- 
portunity of selecting colors, materials 
and designs to suit their fancies and 
needs. “Design - Your - Own - Shoe - 
Week,” Werner’s calls the event. 

During the past few weeks at Ranso- 
hoff’s, 259 Post Street, San Francisco, 
a remarkable display of the hand-mak- 
ing of shoes was staged in the show 
windows. With the aid of nothing but 
the simplest of hand tools, three Old 
World shoemakers step by step fash- 
ioned complete shoes entirely by hand 
before the interested eyes of hundreds. 
Ransohoff’s advertising meanwhile has 
been offering hand-made shoes at 
$12.50 a pair, a March 19 advertise- 
ment reading: j 

“Yes—completely made by hand— 
even at no more than twelve fifty. 
Made by hand to give not only the ulti- 
mate in smartness and appearance— 
but to offer a lasting shapeliness—a 
aif correct fit, an enduring wearabil- 
ity.” 

In line with current optimism, the 

Mporium, San Francisco, has 
launched a major building project, to 
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be completed by the end of June. The 
new work includes the erection of a 
new building in the rear of the Em- 
porium, between Jessie and Mission 
Streets, the construction of two bridges 
from the new building to the Em- 
porium and a tunnel connecting the 
downstairs store of the Emporium 
with the basement of the new build- 
ing. The shoe departments along with 
the other departments of the store will 
be enlarged as a direct result. 


Patrons Returning to “Gold 
Standard” 


CuIcaco—W. T. Gable, manager of 
the men’s shoe department of Mar- 
shall Fields, says: “One of the en- 
couraging features of our business is 
the increasing number of former pa- 
trons that are returning to the ‘gold 
standard’ of value, after having wan- 
dered away from us for a time and to 
the lure of so-called cheaper shoes. 
Hardiy a day goes by but what some 
one of our clerks report to me that the 
chap they are waiting on is back after 
being away from us for a year or more. 

“There is an improvement in confi- 
dence among consumers, and this will 
increase with the gradual increase in 
employment and a feeling on the part 
of those having jobs that they are 


DO YOU KNOW THAT 


If on a map of the United States you block 
off the area from the Great Lakes to the Gulf 
of Mexico, extending on the west through North 
Dakota, South Dakota, Colorado, Oklahoma and 
Texas, and on the east through Ohio, Virginia, 
North and South Carolina, Georgia and Florida 
—you will, if your map is anything like ours, 
have marked off the whole central portion of 
the country. Yet the men’s shoe store sales 
in all that vast territory are slightly less than 
those in New York City, which amount to 
$17,724,666 per annum. 


EVERY WEEK 


safe. Heads of companies who are 
themselves anxious to see business im- 
prove can aid in no small way by using 
their influence with their own organiza- 
tions which have large cash surpluses 
to bring them into active use again. 
This is now going on in the new legal- 
ized beer industry which will have a 
lifting effect all along the line.” 


Spring Business Good in Akron 


AkRON, OHIO0O—Good volume of 
Spring business despite a persistent ad- 
verse banking situation here features 
smart offerings in the shoe division of 
the C. H. Yeager Co. department store. 

Strong acceptance of grays and an 
exceptional leaning to reverse calfskin 
material marks sales, according to 
Marvin Davis, manager of the depart- 
ment. A children’s shoe division pre- 
sented by the store a few months ago 
is meeting with much favor and has 
just been given an additional line. 


Showing Decided Sales Increase 


SEATTLE, WaSH.—A. A. Littler of 
Littler’s, Inc., the really exclusive men’s 
apparel shop, not only prides himself 
on securing the finest apparel and foot- 
wear for men, but also watches his 
sales most closely. During the past 
month he found a dollar volume in- 
crease of 14.6 per cent and a customers’ 
transaction increase of 39 per cent over 
the same month the preceding year. 
“Only the Best for the Repeat Pur- 
chaser” is their motto. 


Opens First Store of Chain 


RocHEsTEeR, N. Y.—The J. S. Raub 
Company opened its first Rochester 
store in the downtown retail district 
this week. The company, which deals 
in women’s shoes, is expected to expand 
its Rochester units if the first proves 
successful. 
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AULT 
SHACKFORD 
& 


WELTS 
and SILHOUWELTS 


YOU WALK ON A CUSHION OF AIR 


THE AIR-TRED PRINCIPLE 


is the commonsense way of re- 
placing the resiliency lost when 
hard walking surfaces sup- 
planted the springy, soft turf. 
The Air-Tred resilient construc- 
tion takes up the shock of im- 
pact with unyielding pavements 
—provides a perfectly molded 
cushion for the curves of the 
foot, and reduces foot and body 
fatigue for the modern woman. 


IN STOCK—QUICK DELIVERY 
RETAILING 


P446—Black Kid Tie, 614 Last, 
Wood Heel. AAA to 
-6—Same style in White Kid. 
D $3.25 


P695-15 — White Calf Two-Eyelet Tie, 
Last, 16/8 Continental Heel. 


P695-9—Same style in Blue Kid. 
BAR 0 $3.25 


Every Air-Tred Shoe Is Manufactured 
Under U. S. Patent 1,754,225 


SHACKFORD 


AUBURN 
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A CALIFORNIA TOWN MEETS AN EMERGENCY 


“Main Street” of “Little Compton,” built since the earthquake. This street, under one roof, is 
500 feet long and, with its side avenues, contains 85 individual shops. 


When an earthquake destroys the 
business section of a city, how do the 
shoe shops carry on? 

Just such an event happened, as you 
know, in the city of Compton, located 
between Los Angeles and Long Beach, 
Calif. Did the shoe shops close 
up and the proprietors sit gazing in 
stupor at the wreckage? Not so with 
Moulton’s Bootery. Together with 85 
other progressive establishments that 
found their places of business ruined, 
Moulton’s Bootery leased space under 
one roof in the gigantic Oil Equipment 
Exposition building where 85,000 
square feet of floor space was turned 
into a complete shopping center. 

The March 10 quake struck Compton 
at 6 o’clock in the evening. At 2.30 
the next morning, March 11, Dan L. 
Holland, manager of the Compton 
Chamber of Commerce, had leased the 
oil exposition structure. 

The leading merchants of Compton 
met in front of the City Hall, itself 
demolished, at noon March 11. They at 
once began plans to carry on. By six 
o’clock the same day, 64 shops had 
signed leases for space—the number 
has since grown to 85—and the re- 
habilitation was under way. Moulton’s 
Bootery was one of the first to sign 
for space under the big roof. 

Two main streets constitute the busi- 
ness section of what is now known as 
“Little Compton.” Each shop is sepa- 
rated from the other by wall partitions, 
12 feet high, made of fibre board. 
Moulton’s Bootery, pictured here in its 
over-night temporary quarters, like the 
fabled Phoenix, seems to have sprung 
from its own ashes. 

“In common with most of the other 
retail shops gathered together for mu- 
tual service to the 32,000 citizens of 


Compton, we are doing more business 
than for at least two years,” said 
A. M. Moulton, proprietor of Moul- 
ton’s Bootery. 

“This plan of having the retail busi- 
ness of the city under a single roof 
has certain advantages. One is that it 
gathers the buying public in one place. 
The idea has speeded sales because of 
the psychology of shoppers seeing what 
they want to buy under one roof. It 
simplifies selling. Rebuilding in the 
quake area has added to pay rolls and 
people have more money to spend. This 
under-one-roof idea has taken so well 
that there is serious talk of building 
cne or more mammoth structures to 
house permanent shops. It’s a sort of 
bazaar idea applied with the occidental 
touch. 

“We are giving the same personal 
service in our ‘shock’ quarters as be- 
fore, although we’re some 10 blocks 
from our former location. There is am- 
ple parking space for 500 cars near 
our new place of business. Compton 
is rebuilding in a manner that assures 
it’s being a bigger and better city in 
every way than it could have been 
otherwise. Moulton’s Bootery intends 
to do its bit in being a part and parcel 
of this progress.” 


Adds New Health Shoe 


BALTIMORE, Mp.—In order to extend 
its foot-health service to include cus- 
tomers and prospective customers at a 
very moderate price, Julius Gutman & 
Co. have added a line of health shoes 
for women known as Gutman’s Health 
Shoes. This footwear is made with 
concealed arch supports and is offered 
in all sizes and models. 
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White Buck 
Blucher 


1632 2-6 B to 
Infants' Goodyear Unlined 
Moccasin Bluchers 


SIZES 3-6. WIDTHS B 
1624 White Elk hs 120 White Calf Buckle 


Pollyann (Turn) 
2271 5-8, Wedge Heel, 33 Last, 


White Buck Blucher 
‘ord 


2754 «65-8 B to E 
3754 842-12 A to D 


Look to the Edwards stock depart- 
ment for a wide variety of juvenile 
white footwear—properly made— 
absolutely clean and unsoiled—and 
fully backed by rapid stock service. 
For which footwear Edwards has an 
unsurpassed reputation. 


White Calf Buckle 2498 5 
Carlo (Turn) 

20 LAST. 11-8 COVERED HEEL 5488 3 
5575 AA 4-8, A to C 2/2 to 8..290 (5488 23 Last 12/8 Cov’d Heel) 


IN STOCK AT ONCE DELIVERY 


J. EDWARDS & CO. 


314.322 N. 12th Street a aun PHILADELPHIA, PA. 
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DISPLAY 


which says 


“HERE’S HOW THEY LOOK ON YOU” 


* 


ANKLE HI, the correct form for shoe display. 
It completes the picture in the buyer’s mind. 
She readily visualizes these shoes on her own 
feet. Smart patterns, well known quality, and 


satisfactory wear make repeat customers, but 
that one important moment of visualization de- 
Ankle Hi Fairy 


pends upon your display. 


Forms are your assurance of proper visu- 
alization in the mind of your prospective cus- 
tomer. They make sales. Information is yours 


for the asking. Write today. 


PROTECTED BY AMERIC 


fairy forms 


Licensed Manufacturing Branches 


FOREIGN PATENTS 


United Last Co., Ltd., Montreal, Que. 


Northampton, England 
Frankfort, Germany 


Paris, France 
Melbourne, Australia 
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Shoes by Ault-Shackford Shoe Co., Auburn, Me. 


An adjustable cross 
bar takes care of vari- 
ation in shoe widths. 


Celebrates 34th Anniversary 


CHARLESTON, S. C.—In celebrating 
their Thirty-fourth Anniversary, Jas. 
F. Condon & Sons hit on a new note— 
that of calling the event “Once in a 
Generation.” In a three page roto- 
gravure section of the “News and 
Courier” this thought was developed as 
follows: “Once in a Generation! We 
have been making preparations for 
this Birthday Celebration for many 
months with a determination to make 
it an event that happens ‘once in a 
generation.’ We hope that you will 
expect much knowing that you will not 
be disappointed. _We call special at- 
tention to the splendidly appointed 
salesrooms pictured here. These give 
you a glimpse of the wonderful facili- 
ties we have placed at your disposal.” 

Copies of this roto section was mailed 
to 40 newspapers in the Charleston 
trade territory, together with a letter 
requesting editorial comment. 

In commenting on the event, Mat- 
thew A. Condon, states that the great 
interest shown by the entire district 
greatly exceeded their fondest hopes. 
Tangible results in the way of sales, 
more than justified the time, money 
and effort spent in planning the cele- 
bration. 


FOOT HEALTH WEEK 
APRIL 17-22 


Expands Store Clientele 


Miami, Fia.—The Lorraine Chil- 
dren’s Bootery, 23 Lorraine Arcade, 
operated by the Misses Dorothy, has 
developed a nice business by catering 
to women who want something smart 
in a low or medium heel shoe. Sport 
shoes to be worn for golf or walking 
are to be had in lighter weights when 
selected from the growing girls’ stock, 
and at a considerably lower price than 
would be asked for real golf shoes. 
The mother who is looking for a com- 
fortable house shoe finds it here in at- 
tractive colors and smart style. She 
can be fitted with the heel she desires, 
in almost any color or style, and not 
have tu wear the old time “comfort” 
shoe which is shown her when she 
looks for a house shoe. Women who 
are on their feet a great deal are regu- 
lar customers of these growing girls’ 
shoes. They are bought because they 
are smart, comfortable and have a good 
arch support. 

The brown or black shoe for chil- 
dren appears to be out of the picture 
right now. Boys and girls are wearing 
two-tone sport shoes with brown and 
white leading. More and more these 
young men and women are copying the 
styles of dad and mother; they have 
become style conscious and insist on 
having a shoe that looks smart. 

White and pastel shades are in de- 
mand for dress occasions right now; 
the black patent leather is rather in 
the background. 


Ohio Stores Flooded 


Pomeroy, O.—Retail shoe merchants 
of this town suffered heavy loss from 
the recent floods, when water covered 
several of their stores to the depth of 
several feet, compelling them to seek 
temporary locations away from the 
flooded area. One of the _ heaviest 
losers was the Deiher’s Shoe store, on 
Front Street, where water covered the 
basement and first floor, resulting in 
damage to stocks of footwear stored 
in the basement. Fixtures also were 
damaged. Several retail shoe mer- 
chants reported their stocks damaged, 
when basements filled with water dur- 
ing the several days the Ohio river 
overran its banks. 

Several merchants, including two 
shoe stores, were compelled to move 
their stocks to néw locations at Rip- 
ley, O., when water backed up _ into 
their store basements. More than two 
feet of water flowed through the 
streets of the town. 


Bartlett Receives Appointment 

BrockToN—Joseph W. Bartlett, well 
known Boston attorney and acting 
president of the W. L. Douglas Com- 
pany was recently appointed by Gov- 
ernor Ely, Chairman of the State’s 
Emergency Finance Board, created by 
the legis!ature to loan State funds to 
cities and towns of the commonwealth, 
against their tax titles as security. Mr. 
Bartlett was named for a three year 
term. 
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Details of 
Construction 


PALS have been designed to 
fit active, growing feet —to 
keep them in cool, healthy con- 
dition. They are constructed 
of the best grade duck, are 
genuine Goodyear welt with 
box toe, guaranteed counters, 
heavy, fine-grain leather in. 
soles, solid steel combination 
shank, and ground cork insula- 
tion that holds the foot '4” 
away from the rubber sole. 
Guaranteed Goodyear oak- 
colored soles and fine grade 
rubber heels. Will not mar 
floors. Only shoes of this type 
that can be resoled. 


HERE’S QUICK, PROFITABLE 
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STEEL SHANK COUNTER 


BUSINESS when you need it most! 


No wonder PALS are going 
like hot cakes. No wonder the 
enthusiasm of dealers every- 
where exceeds even that of 
the boys who wear them and 
the mothers and dads who 
pay for them. They're just 
the shoes you've been looking 
for. 


Look over the cut-out illustra- 
tion shown and you'll see why. 
They're packed with features 
you'd expect to sell for far 
more, yet we've priced them 
for the 1933 purse. 


Here's a genuine opportun- 


ity for quick, profitable _¢€3 


sales during the sum- 
mer months—a > 
chance to turn the * 
nose of that sagg- 


REAL 


THE EXCELSIOR SHOE CO., Portsmouth, Ohio 


ing, warm weather curve in an 
upward direction. 


Note how PALS have been de- 
signed to fit active, growing 
feet—to keep them cool and 
healthy, to prevent obnoxious 
odors by allowing them to 
breathe, and to give the proper 
support. They're stylish, guar- 
anteed and economical, be- 
cause they're the only shoes of 
this kind that can be resoled. 
They combine the advantages 
of the more expensive dress 
shoe and the rubber-soled 
sport shoe without any of the 


OR . disadvantages of the latter. 


Sendusasample order 

Q now and prove their 

| ossibilities to your 
own satisfaction. 


GENTS' $1.10 
BOYS' $1.25 MEN'S $1.50 


Here’s a good 
mark-up with 
the plus advan- 
tage of some real 
volume. 
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What Size Hose to Suggest 


The inquiry department is asked 
regularly for a chart showing the rela- 
tive size stocking to suggest, when the 
proper sized shoe is known. 

By the accompanying charts a good, 
fair idea of the sizes may be obtained. 


For Men 
Size of Hose Size of Shoes 
9% or 10 
For Women 
Size of Hose Size of Shoes 
4% or 5 
5% or 6 
6% or 7 
For Children 
Size Size 
of Hose of Shoes Age 
4 1% 3 to 6 months 
4% 2 1 year 
5 2%to 3% #«=1% years 
5% 4 to 5% 2 years 
6 6 to 7% £3 to 4 years 
6% 8 to 9% 5 to 6 years 
10 to 11% #£=7 years 
7% 12 to 138% $$$(j}%8s8 to 9 years 


10 to 11 years 
12 to 13 years 


9 4 and 4% 14 years 
9% 5 and 5% 

10 6 and 6% 

10% 7 and 7% 

11 8 to 9 


Colored Kid High in Canada 


TorROoNTO— W. Brimblescombe, 
president of the Blachford Shoe Manu- 
facturing Co., this city, states that as 
a result of raising of tariffs and im- 
position of special charges by the Ca- 
nadian Government during the past 
two and one-half years, shoe manufac- 
turers in Canada must either stop 
making women’s colored kid shoes, or 
the customers must pay more for them. 
He points out that the high tariffs and 
other charges are ridiculous in view of 
the fact that colored kid leather of the 
type required for these shoes is not 
procurable either in Canada or any 
other part of the British Empire. 

Because it was impractical to import 
from Germany or France, the Cana- 
dian manufacturers were buying all of 
this special colored kid leather from 
the United States. The result of the 
high duties and special levies was that 
Canadian women now would have to 
pay an extra 75 cents a pair for their 
shoes. The manufacturer had to pay 
duties and excise tax of 45 per cent, 
and the goods had to be paid for an 
exchange rate of 20 per cent, bringing 
the total imposts paid by the Canadian 
shoe manufacturer to 65 per cent. 
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Advocates Licensing Shoe Fitters 


PITTSBURGH, Pa.—A plan proposed 
by Albert J. Schmidt, veteran Pitts- 
burgh shoe retailer, which would call 
for the licensing of shoe fitters in the 
manner of other craftsmen whose work 
has a direct bearing on the public 
health, was discussed at the monthly 
meeting of the Pittsburgh Shoe Re- 
tailers’ Association in Stoebener’s shoe 
store, March 23. 

A committee was appointed to draw 
up specifications to be sent to the Na- 
tional and Middle Atlantic association, 
as the first move in the effort to make 
the matter an issue of national interest 
to shoe men. The committee consists 
of Mr. Schmidt, chairman; J. Bert Mor- 
rison, George Ludebuehl, Harry W. 
Stoebener, and Sam B. Levine, presi- 
dent. 

Joseph A. Jenkins, secretary to 
United States Senator James J. Davis, 
spoke on “Fraternalism.” Christ Lude- 
buehl, Mr. Morrison and W. H. Kuhl 
told the members of the association 
that the meeting was one of the most 
enthusiastic they had attended in some 
time. Mr. Kuhl and George H. Stoe- 
bener, 82 and 80 years old, respectively, 
recalled former days in the Associa- 
tion’s history for the benefit of the 
younger members. The former delcared 
the meeting was the most enjoyable for 
the last 20 years. 


Has Spring Opening Day 

East LiverPooL, O.—Fourteen retail 
shoe stores, collaborated with a half 
hundred other retail merchants in the 
holding of a two-day Spring opening 
in East Liverpool Friday and Satur- 
day, March 24 and 25. Shoe stores 
presented the newest in Spring foot- 
wear for men, women and children in 
special window displays, which were 
barred to public gaze the night preced- 
ing the two-day opening. Shoppers 
came the two days from all over the 
upper Ohio valley, and retail shoe deal- 
ers along with other merchants re- 
funded fares to out-of-town buyers. 
The event was sponsored by the retail 
merchants division of the Chamber of 
Commerce. 


Women Buy Men’s Accessories 


CuicaGco—A display counter featur- 
ing men’s ties, socks and spats, moved 
down into the women’s section as an 
addition to the regular department for 
the holiday’s, is continuing to do busi- 
ness. The intention, it was said here, 
is to give this a thorough tryout. The 
display is attractively arranged with 
lights effectively used. 

Women and men drawn into the store 
by the show window in the Palmer 
House lobby prefer to buy on the first 
floor rather than to go upstairs, it was 
pointed out. Other women visiting the 
section for shoes for themselves are 
often tempted to buy some of these at- 
tractive accessories for their husbands 
also. 


Fashion-Bilt Moves to Pontiac 


Cuicaco—J. H. Hartman of the 
Fashion-Bilt Shoe Company, said this 
week: “We have taken over the old 
A. M. Legg shoe factory building. It 
is a very ideal plant for manufactur. 
ing, consisting of four floors of day- 
light space. As you know, Pontiac js 
known for a good shoemaking town 
and we are convinced that we will be 
able to make good shoes and possibly 
a more extensive and diversified line 
than here in Chicago. 

“Of course it was rather hard for us 
to decide on this moving, but looking 
at it from all angles, we came to the 
conelusion that the Fashion-Bilt Shoe 
Company would have much better op- 
portunities to continue business and 
grow in Pontiac than in Chicago. 

“The plant there is all lined up for 
making shoes and we are starting to 
operate next Tuesday morning, April 
4. We shall not go very fast at first, 
but we hope to be making 1000 pairs 
per day by Fall. We will also carry a 
much larger stock department in our 
new plant. In our present location, we 
were rather handicapped for space, 
and could not keep our stock in com- 
plete form. 

“We are continuing our stockroom 
and office here in Chicago. Mr. Solo- 
mon Marcus and Mr. James H. Hart- 
man will sell the entire production of 
the new factory.” 


Buys Buffalo Store 


BurFraLo, N. Y.—Dave Gorsky, for- 
merly with the Lafayette Boot Shop as 
buyer, and Harold Greenstein of the 
Walk-in Boot Shop have purchased the 
Jay-Dee Boot Shop at 462 Washington 
St., Buffalo. They will operate a pop- 
ular price exclusive shoe store for the 
women. 


Reduction in Philippine Island 
Duty 


WASHINGTON, D. C.—According to 
Arthur B. Butman, Chief, Shoe and 
Leather Manufacturers Division, De- 
partment of Commerce, Washington, 
D. C., that effective from February 27, 
the recent increased Philippine import 
duties on rubber soled canvas footwear 
were reduced from 35 cents per pair, or 
30 per cent ad valorem (which ever 
rate returns the higher duty) to 25 
cents per pair, or 20 per cent ad 
valorem, according to a communication 
from the Bureau of Insular Affairs, 
War Department, dated February 27, 
1933. 

On January 20, 1933, the duty on 
this class of footwear had previously 
been increased to 35 cents per pair, 
or 80 per cent ad valorem from the 
former ad valorem rate of 25 per cent. 

Products of the United States 
shipped direct to the Philippine Islands 
under a through bill of lading are ad- 
mitted duty free in return for cor- 
responding treatment of Philippine 
goods entering the United States. 
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Has Shoe Clinic 


Cuicaco—Featuring their new shoe 
clinic, Mandel Bros. used newspaper 
advertising to introduce this new de- 
partment which offers a different kind 
of shoe service in reviving shoes that 
have had hard and long use. 

Eight distinctive services that can 
be applied to shoes were listed in 


the ad. 


MANDEL BROTHERS 
‘estore of youth astoreoffashior - a store of moderate price® 


@ Announces 
Beginning Today a New and 
Unique Service, Different from 
Anything Ever Before Presented 
in Chicago .... 


The Shoe Clinic 


Your Feet Are Entitled 
to More Consideration 


Uncomfortable, ill-fitting shoes will always 
be a regret to you and an imposition on your 
uncomplaining and abused feet! 


1—We lengthen shoes 
when they are too short. 
2—We can widen shoes 
if they are too narrow, 
3—We transform dingy, 
unwearable suedes into 
good looking leather. 


4—We dye black or any 
color Teather shoes to an! 8—We replace straps and 
perfectly. 


S—We resole, replace and 
relast worn shoes. 


6—We lower vamps that 
pinch and cut the instep. 


7—We remove the gaps 
that make-your shoes slip. 


color. Results guaran’ goring 
Mandel's Bhoe CliniomFifth Floor 


Great Call for Solid Whites 


PHILADELPHIA, Pa. — “There was 
never a greater demand for solid white 
than in 1933,” according to W. Zisser, 
sales manager of J. Edwards & Co., 
Inc. Mr. Zisser says that besides the 
usual white fabrics there is also a big 
market for white pigskin for sport 
wear for both men and women. The 
J. Edwards company is featuring the 
Eudora sandal at this time, and re- 
ports a big demand for this time of 
Spring and Summer footwear. 


Addresses Health Club 


RocHester, N. Y.—Health shoes 
were brought before the public when 
William Pidgeon, Jr., addressed the 
Rochester Health Club on “Shoes and 
Their Relation to Health.” His address 
was reported in the daily newspapers. 


* 


@®Nurses in your locality will “go 
for” the new Treadeasy Zephyr- 
weight Nurses’ Shoe, which is 
25% lighter than ordinary nurses’ 
shoes. 

Nothing has been taken out of the 
wearing qualities of the shoe. In- 
stead of being heavy fibre or 
leather with a rubber lift, the heel 
is an extremely light, broad base 
“scuff-proof’ wood heel, with 
standard rubber top lift. 

The Zephyr-weight is made of the 


ZEPHYR-WEIGHT NURSES’ SHOE 


IS 2 5 a LIGHTER 


IN STOCK 
3,65 


Will Enable You To Control the 
Nurses’ Shoe Trade In Your Locality 


best grade Levor’s genuine white 


. kid—has all the famous Treadeasy 


foot support and comfort fea- 
tures—including Treadeasy’s latest 
and greatest achievement, the Jon- 
gitudinal arch-supporting saddle. 
If you recognize that “The Spe- 
cialty Shoe Business is the Salva- 
tion of the Retailer”, you will 
appreciate the sales and profit 
building possibilities of this new 
Treadeasy Zephyr-weight Nurses’ 
Oxford. Send for samples. 


P- W- MINOR & SON, INC. 
| BATAVIA, N.Y. 


NEW YORK SAMPLE ROOM 
ROOM 429 MARBRIDGE BLDG. 
47 WEST 34TH STREET 
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Youngster Styles Making Sales 


Cuicaco—In the Teen-Age depart- 
ment at F. E. Foster and Company’s 
some interesting spring models for the 
younger set are being shown. A new 
one-eyelet tie with a tongue has per- 
forations in an interesting pattern 
which makes it young. It has gros- 
grain ribbon bows. It comes in a rich 
brown. Black pig-skin shoes are be- 
ing sold here for dress-up instead of 
patent-leather, according to Paul H. 
Stegeman. This is something novel 
and is taking the eye and interest of 
the youngsters. These pig-skins are 
lined and are in the sandal type and 
are much perforated. Besides black 
the pig-skin sandals come in beige and 
blue, also. 

Service calf is still being in much 
demand for campus wear, also other 
models in rubber soles with keltie 
tongues. Elkskin in smoke and tan 
are favorites. Mr. Stegeman pointed 
out the Northwestern campus co-eds 
seem to go in strong for the lower heels 
for all except dress and informal wear. 

This department takes a cherry out- 
look on spring business. A number 
of new and interesting models is an 
incentive to snappy salesmanship and 
creates as much morale, it was pointed 
out here, as long-winded lectures on 
customer psychology. 


Finds Demand for Better Shoes 


PHILADELPHIA, Pa.—Mac Delman, 
manager of the department of Bonwit 
Teller, reports that since the opening 
last week there has been a most grati- 
fying demand for the better grade 
shoes. 

The gabardine fabric shoe has been 
featured. This shoe, in black, brown, 
blue and gray is trimmed with a cor- 
responding shade of leather. The gab- 
arbine shoe trimmed with kid or pat- 
ent leather is popular with the more 
dressy tailored ensembles and with fur 
trimmed coats and suits. 

The new “Del-Deb” round-toed shoes 
are quite the vogue with the younger 
set, a particular demand having been 
created by the special advertisement of 
a hand-turned seamless opera pump 
with instep buckle at $8.50. 


Blue Strong in Chicago 


CuHiIcaco—Blues are still in demand 
at the Fair, according to S. Katz. This 
will probably continue at least until 
the first of May, he thinks. Reorders 
on grey show the feeling of the patrons 
of this store for the vogue color. Not 
much is being done with beige. 

“Better quality is coming. There is 
decidedly a better feeling among our 
customers,” says Mr. Katz. 

Volume trade right now is in the 
$6.50 shoe with many calls for those 
at $7.00 and $8.00. 


JOHNSON’S ADJUSTABLE ARCH MOULDERS 


A Running Mate for CALLUS CUSHIONS 


Here, at last, is an arch support that renders enough support to strained and worn out muscles, and 
yet is sufficiently flexible to allow those muscles the use of their normal recuperative powers through 


natural muscular action. 


Most supports act as splints on feet instead of encouraging recovery through restful action. 
THERE IS NO SUCH THING AS “BROKEN ARCHES.” What is meant by the term “Broken 
Arches” is that the muscles have weakened to the point where the arch bones sag from their normal 


alignment. Do not hamper these 


les with rigid supports or steel splints. 


ARCH MOULDERS are made of the best grade of sponge rubber, leather covered, and are dense 
enough to retard sagging arch bones below a certain line, yet they are flexible enough to allow exercise 


and elopment. 


Use ARCH MOULDERS in every shoe to fill the space between the stiff shank of the shoe and the 


arch of the foot to preserve normal arch 


position and to relieve arch strain. 


ARCH MOULDERS MOLD TO INDIVIDUAL REQUIREMENTS. 
ARCH MOULDERS, like CALLUS CUSHIONS, fasten with prongs and adjust in a jiffy. 
Order by shoe size. Price, $6.60 per dozen. Retail, $1.00 per pair. 


BUY THEM FROM YOUR JOBBER OR ORDER DIRECT 


tion with fastening prongs. 


Vigorous prosecution will follow infringement of Callus 
Cushion and Arch Moulder patents covering construc- 


JOHNSON PRODUCTS, INC. 


1145 East 22nd Street 
Indianapolis, Indiana 
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KID ENSEMBLES ARE 
FASHION FEATURES 


Shoe and bag in brown or blue kid. 
The shoe, $11.90. The bag, $8.50. 


De Pinna 


FIFTH AVENVE AT Sand STREET 


Smart Fifth Avenue shops are showing shoes 
and bags to match in kid leather this Spring. 
Handbags of kid to match footwear are distinc- 
tive and therefore appeal to the discriminating 
woman. In the advertisement reproduced here- 
with DePinna shows an ensemble which is avail- 
able in either brown or black kid. 


Blue Good in Pittsburgh 


PITTSBURGH, Pa.—Blue is a leading 
color in sales of women’s shoes at 
Verner’s, and sales of water snake in 
grey and beige have been brisk, accord- 
ing to officials of the firm. A special 
promotion of pumps has proved very 
successful. Beige and blue are expected 


‘to be the best Easter colors at this 


store. 


DATES TO REMEMBER 
National Foot Health Week ...... April 17-22 
Joint Styles Conference, Hotel 3 
Mothers’ Day ...................... May 14 
National Sports Shoe Week ....... May 22-29 
Memorial Day .................... May 30 
Pacific Coast Shoe & Leather Exposition 
at Los Angeles ........... June 18, 19, 20 
Independence Day .................. July 4 
Boston Shoe Fair ............. July 10, 11, 12 
Friendship Day .................... August 6 
Jewish New Year .............. September 21 


National Shoe Retailers Association, Annual 
Convention at St. Louis...... Jan. 7, 8, 9, 10 
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KNOW 
SOLE LEATHER 
IS TO BUY SHOES 

TO ADVANTAGE | 


DAY THE 
POOR 


You say—“How can I know sole leather when it 
is often a hidden part of the shoe.—The surface is 
sometimes a prepared finish”? We suggest specify- 
ing sole leather by brand when ordering shoes. 
Also, for the purpose of familiarizing your custom- 
ers with the excellence of your choice, have their 
shanks carry the brand mark. Bottoms may then 
be finished as you wish without loss of the mark 
that proves basic quality. 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


“The Finest American Tannage’’ 


is taken from a small part of the best part of a 
side of leather—the bend. On the character of the 
side in its natural state and the process of tanning, 
the quality of every part depends. Our chart shows 
all sections. Note “BENCH BRAND” is but 13% of 
the whole side. This small part is highest grade. 
Buy with assurance. Specify “BENCH BRAND” 
Sole Leather for dress, sport and heavy-duty shoes. 


Va STL ER LEATHER COMPANY 


When writing advertisers please mention Boot and Shoe Recorder 
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DAVENPORT, Ia.—Important happen- 
ings are taking place in Iowa, out 
where the tall corn grows. It is still 
early to plant corn seed, but those 
wide-awake cornhuskers are planting 
a crop that commenced to yield good 
fruit the minute the seed was put in 
the fertile ground. 

They are raising a wonderful crop 
of Confidence all through the state, 
from the black bottom lands of the 
Mississippi to the western border. 

A full-page advertisement in the 
Davenport Democrat and Leader tells 
a graphic story of what happened in 
that live city. 

Three thrilling “Confidence Days” 
followed a proclamation by Mayor 
George Tank. March 16, 17 and 18 
were set aside for the celebration. And 
what an effect this planned campaign 
had on business. Each day the inter- 
est was kept up through the means of 
full-page advertisements in the papers. 
Plenty of strong editorial material ac- 
companied the ads, making. a perfect 
tie-up. 

All stores cooperated in making the 
three days a real honest-to-goodness 
worth-while confidence-building event. 
It was not a case of “Chamber of Com- 
merce enthusiasm” or a build-up by 
the retail merchants, but a downright 
honest effort to make the people re- 
sume normal business. 

The stirring proclamation of the 
mayor had much to do with giving the 
happening a non-commercial aspect. 
It read: 

“Confidence is the basis of future 
prosperity ... is the turning point in 
the road to progress ... is the corner- 
stone of Normalcy. .. . The dawning 
of a New Confidence thruout America 
will mark the dawning of a New Era 
for every American family. 

“Let us... every one... look the 
future squarely in the face .. . prov- 
ing to ourselves that that prospect 
holds greater Promise than the past. 
It does. 

“Davenport is outstanding among 
American Communities able to take 
a municipal inventory with Confidence 

. Confidence in our Basic Stability 

. Confidence in our financial struc- 
ture . .. Confidence in both the imme- 
diate and distant futures of our busi- 

“Davenport citizens are able today 
to look with Confidence on the leader- 
ship of the President of the United 
States, his advisors and his Congress. 
Davenport citizens have every reason 
for Confidence in the handling of Na- 
tional, State and Municipal prob- 
“With a desire to direct public at- 


Raising a Confidence Crop 


What lowa Merchants Are Doing 


tention to these truths, I, George Tank, 
Mayor of the City of Davenport, do 
thereby suggest that every Davenport 
Citizen examine these Confidence facts 
for himself.” 

At the same time, Keokuk citi- 
zens were busy on a similar plan. 
A. J. Mullarky, former President of 
the Northwestern Regional Shoe Re- 
tailers’ Association, who operates a 
high grade shoe store there, was one 
of the prime movers. 

With many cities and towns discuss- 
ing plans to put their bankers either 
in jail or on the middle of a pole some 
dark night, the original Keokuk busi- 
ness men sponsored a banquet in honor 
of their local bankers. And they even 
invited all the bank employees, too. 

This bank banquet was due primari- 
ly to the fact that Keokuk was one of 
the few cities of the country which 
has not experienced any banking diffi- 
culties in recent months. 

Turning to the editorial columns of 
the Keokuk Daily Gate City, this in- 
formation is gained as to the pro- 
cedure: 

“Keokuk merchants, Friday evening, 
voted unanimously to sponsor a ban- 
quet in honor of Keokuk bankers and 
their employees as a token of appre- 
ciation for the loyal service accorded 
this community throughout the present 
economic stress. This will be staged 
in conjunction with a spring style 
show and celebration. 
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“The decision was made at a pep 
meeting of merchants held in the Hote} 
Iowa in charge of John C. Fry, execu- 
tive secretary of the Chamber of Com. 


merce. Confidence was the watch- 
word. The merchants were unusually 
optimistic and expressed explicit faith 
in all four Keokuk banks. 

“‘We’ve got to get behind this thing 
and put it over. It’s up to us to show 
our bankers what we think of them. 
They have been doing a commendable 
service for us, and this is our oppor- 
tunity to show our appreciation,’ de- 
clared A. J. Mullarky. 

“The banquet will be held the day 
after the opening of the banks, which 
every merchant felt would be Monday. 

“A committee composed of J. W. 
Winger, A. J. Mullarky and John Ro- 
vane was appointed to select several 
men to work out the details of the 
banquet and plans for the spring cele- 
bration, which will likely be held two 
days after the banquet.” 

Two days after the bankers’ dinner, 
came the city’s Spring Style Show. 
Again we are indebted to Special 
Agent No. 5 for clippings from the lo- 
cal paper which graphically details the 
event as follows: 

“Keokuk merchants will have their 
showing of spring styles on Friday 
of this week, and will have their stores 
open Friday evening as well as all 
day hoping in this way to be able to 
accommodate all who will wish to visit 
the stores and see the spring styles 
displayed. The stores will be open for 
business in the evening, as well as in 
the daytime, which it is felt will ac- 
commodate an ever greater number of 
shoppers, as any who cannot visit the 
stores in the daytime will find time in 
the evening. 


THURIDAT FVENING—THE DAVENPORT DEMOCRAT AND 


full-page advertise- 
ment from The Daven- 
port Democrat and 
Leader showing how 
retail merchants of that 
city joined in a compre- 
hensive campaign to re- 
build confidence in the 
community and its busi- 
ness. Keokuk accom- 
plished a similar objec- 
tive by giving a banquet 
to the bankers of the 
city as an expression of 
confidence and apprecia- 
tion 


Read What in 
Davenport 
Today 


Vv Plan to Join in DAVENPORT’S 
Confidence-Inspiring Enthusiasm 


TOMORROW 


eee is Experiencing a Renewed Flow of Currency— 
Customers Are Finding Confidence—Inspiring Values in 


Three Thrilling 


Thursday - Friday - Saturday - March 16th - 17th - 18th 


om ite wey to pay envelopes 
ware Valen ‘THE WHEELS OF DAVENPORT 


Again TOMORROW - Again SATURDAY - Again 
Demonstrating CONFIDENCE-INSPIRING Opportunities 
In Extra Value Offerings Of New Spring Merchandise 


bey 
yoy TOMORROW new merchandise! 


CONFIDENCE DA 
going to halp YOU 


The Retail Merchants Of Davenport 
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by spectfying 


FITZ-ON 


removable 


F ITZ-ON tops are wanted by every woman 
who sees them. 


They are entirely practical, and longer wearing 
than most other tops. 


They are available on shoes carrying any style 
of Cuban or Louis wood heels. 


Fitz-On top refills are not sold by cobblers — 
women can get them only from stores selling 
Fitz-On equipped shoes. 


The first retailers to sell shoes with Fitz-On tops 
in each city are reaping a tremendous sales 
advantage. 


Your shoe manufacturer can supply them upon 
demand at less extra cost than the profit on one 
sale of refills—the average is nearly three such 
sales for each pair of shoes. 


FITZ-ON SALES CORPORATION FRED W. MEARS HEEL CO. Ine. 


179 Lincoln Street 140 Federal Street 
BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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ATTENTION RECORDER 
READERS 


The RECORDER is compiling a list of those 
shoe merchants who have been our readers and 
subscribers for ten years or more. 

Will you kindly help by clipping this item and 
returning it to me with your business card? 
indicate the approximate time you have 
been a RECORDER reader. 

Harry R. Terhune, care of Boot & Shoe 
Recorder, 239 West 39th St., New York, N. Y. 
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Heads Men’s Department 


New Haven, Conn.—J. F. “Jimmie” 
Barrett, formerly connected with the 
Cantilever organization as manager of 
their Atlantic City, N. J., store and 
more recently manager of their New 
Haven, Conn., shop, has taken charge 
of the Bostonian Shoe Department in 
J. Johnson & Sons, Inc., clothing store 
on Church Street, New Haven, Conn. 

Mr. Henry Pabst, the former man- 
ager of the department, is taking an 
extended vacation due to illness. 


Burch Heads Eugene Shoemen 
EUGENE, ORE.—At regular 


monthly meeting of the Eugene Chapter 
of Pacific Northwest Shot Retailers 
Association, Henry R. Burch, newly- 
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elected president of the chapter pre- 
sided. He is a veteran shoester hav- 
ing started in the business in 1911 
with Connine & Meyer in Nowala, Okla., 
and now owner of his own store in 
Eugene. 


Charlie Wilkie 
Appointed Manager 


ATLANTA, Ga.—Charlie Wilkie, who 
is one of the best-known shoe men in 
the city, has been appointed manager 
of the shoe department of Hirsch 
Brothers clothing store. Mr. Wilkie has 
been engaged in the shoe business in 
Atlanta for the past twenty years, and 
his many friends will be pleased to 
learn of his new position. 


Talked to Exchange Club 


PoRTSMOUTH, OHIO—A. Graves Wil- 
liams, head of the Williams Manufac- 
turing Co., manufacturers of leather 
goods, including puttees, spats, belts 
and sandals, spoke before the Exchange 
Club recent!y detailing the rapid 
growth of the company. Founded in 
1919 the company now employs more 
than 600 workers. 


H. P. Carroll With Dreyfuss 


DALLAS, TEx.—Dreyfuss & Son an- 
nounced recently the association of H. 
P. Carroll with their store as manager 


of the woman’s shoe salon on the mez. 
zanine floor. Mr. Carroll has been con. 
nected with some of Dallas’ best shops 
during the last twenty years. 


Smith Joins Geuting’s 

New YorkK—Robert R. Smith, re. 
cently advertising manager of the A. 
S. Beck Shoe Corporation, has returned 
to his former position as advertising 
manager of the Geuting Shoe Stores, 
Philadelphia, Pa. 


E. M. Purinton Promoted 


- Buruincton, Vt.—Earl M. Purin- 
ton has been promoted from assistant 
manager of the local Kinney Shoe 
store to manager of the company’s 
store at Barre. 


Whites Strong in South 


Fort LAUDERDALE, FLA.—A. A. New- 
man of the Lauderdale Shoe Store, re- 
ports that fully 85 per cent of their 
business in women’s shoes right now is 
white. Sandals and cutout patterns in- 
dicate that women are looking for 
ventilation in their footwear. A con- 
tinental heel is the most popular type; 
this being comfortable to wear and 
trim looking as well. The T strap is 
being sold more than. any other stvle, 


with ties and pumps also in favor. 


| 


: last word in equipment—yet rates 
J lop al ma in keeping with the 
NEW hated inton offers maximum com- 


rates are but One 


1200 ROOMS AND BATHS 


finest accommodations at rates that 
start as low as $3 a day. For two the 


Cc. W. RAMSEY, JR.. MGR. 


7th Ave. at 31st St., New York City 


OPP. PENNSYLVANIA STATION 8. &0. BUSES STOP AT DOOR 


More! 


UP-TO-DATE ROOMS 
AT DOWN-TO-DATE RATES 


TO $3.50 SINGLE 


TO $5.00 DOUBLE 
NONE HIGHER 


600 LARGE, CHEERFUL ROOMS 


Private underground passage 
from Pennsylvania Station... 
saving taxi fare. One block from 
Fifth Avenue and Empire State 
Building. Subways, elevated 
lines, buses and trolleys stop at 
door. Direction — American 
Hotels Corporation. 

GEORGE H. WARTMAN, Manager 


Jo 


HOTEL 
RTINIQUE 


BROADWAY AT 32ND STREET - NEW YORK 


_ 

ALL fo. 
(anup) per day... 
| 
a fort, quick, courteous service and the i 
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SMOOTHNES 


THE FINISHING TOUCH 


The finish is always best when 
the materials underneath are 


of proper quality and texture. 


Celastic Box Toes fulfill these 
requirements in the toe con. 


struction of any shoe. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 


Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
‘SHOES 


Richards & Brennan Co., Randolph, Mass. 


“HIGHEST GRADE ONLY” 


EAST WEYMOUTH, MASS., U.S. A. 


THE 


=SHOE 
Men’s Fine Shoes 
OLD COLONY SHOE CO. 
Brockton, 
MASS. 


“Tettleton 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO, 
H. W. COOK, President 
Syracuse, N. Y. 


BOSTON 
10 HIGH ST. 


Fulton Heads Making Room 


BrockToN—Harry Fulton, for years 
identified with many leading South 
Shore factories and more recently with 
Leonard, Shaw and Dean, Inc., has 
been appointed head of the making de- 
partment of the Brockton Cooperative 
Boot & Shoe Company, by Fred M. 
Belyea, the company’s new president 
and sales manager who in a period of 
a few weeks, in his new berth, has 
brought about many changes in the 
well known line and has already ob- 
tained many new accounts. 

Mr. Fulton has a wide range of ex- 
perience and for years was associated 
with the E. E. Taylor and C. A. Eaton 
companies. 
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M. O’NEIL CO. OPENS BEAUTIFUL CHILDREN’S SHOE 
DEPARTMENT 


AKRON, OHI0—Recent addition by 
the M. O’Neil Co. department store, of 
“Little America,” a beautiful and ar- 
tistic children’s shoe department hav- 
ing an interesting tie-up with the 
country’s historical events, won a flat- 
tering reception. 

Akron grade school students are 
visiting the addition at the suggestion 
of teachers impressed with its educa- 
tional value, and a pickup in sales is 
noted, according to T. L. Evans, as- 
sistant shoe manager. Besides other 
advertising, a radio program sponsored 
by the store frequently mentions the 
project. 

The new department adjoins the 
women’s shoe division and features nu- 


Adapts Unique Slogan 


PHILADELPHIA, Pa. — “Shoes Go 
Rhythmic” announces an attractive 
sign in the window of Norcross & 
Abbot, Inc., and feminine Philadelphia 
pauses to inquire “how and why?” 
This unique slogan for Stetson shoes 
has awakened considerable interest and 
resulted in numerous sales. An espe- 
cially popular model is a sandal with 
a wide T-strap—a semi-sport knock- 
about town shoe with a moderate built- 
up leather heel. 

Norcross & Abbot are also distribu- 
tors for the Arnold glove-grip shoe. 
This shoe has had an increased volume 
of sales since the advertising campaign 
announcing the gift of a Copley shoe 
jacket with each shoe purchase. 


Dressing Bottle Wins Award 


New York — Aaron Gluckman, 
buyer of slippers, rubbers, buckles, 
findings and supplies for Wise Shoe 
Company, Inc., has been awarded a 


merous oil paintings which, outside of 
panel length pictures, occupy cabinet 
niches and carry descriptive details of 
subjects referred to, such as “Lind- 
bergh’s New York to Paris flight,” 
“Custer’s last fight,” “Admiral Byrd’s 
expedition to the south pole,” “Edi- 
son’s electric light,’ and _ the like. 
There are also attractive small built- 
in display places. The woodwork is of 
solid walnut fashioned in the store’s 
shop, the seating equipment of red 
leather. Shoe stocks are concealed. An 
X-ray shoe fitter is used in connection 
with the department’s sales. Rubber 
balls and toy balloons are presented 
with purchases. Buster Brown shoes 
are featured. 


certificate of honorable mention for 
the package designed by him which 
was entered in the 1932 All-America 
Twelve Package Competition spon- 
sored by Modern Packaging. 

It may be interesting to know that 
approximately six hundred packages 
were entered in this competition and 
that Mr. Gluckman’s package was one 
of the one hundred outstanding among 
those submitted. 


Birmingham Accepts Scrip 


BIRMINGHAM — When _ the __ banks 
closed in Birmingham leaving business 
houses without funds to meet payrolls, 
salaries were paid in grocery scrip in 
order that employes might have neces- 
sary food. Naturally, they had no 
money to buy shoes so Jean’s Slipper 
Shop, 1927 Second avenue, advertised 
that the firm would accept scrip from 
reliable firms at face value for shoes. 
Negotiable scrip was then used for 
paying salaries. : 
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Good Upper Hoel: is a Value 


The difference between good leather 
and bad is something that any cus- 
tomer can see if it is pointed out to 
her. It clinches your argument that 
one pair of shoes is worth more than 
another. If you are buying good 
leather, you'll find it worth while to 


pass the news along to your customers. 


Castle ths Quality 


he Vow Cnstl ay thes Q,, 


by request to 1702-100 Gold Sireet, New York 


When writing advertisers please mention Boot and Shoe Recorder 


WHERE TO BUY 


Women’s Shoes 


HANNAHSON* S 


OXFORD 


« White Linen Oxford 
College Heel. 43 Last; 
In Stock A, B, C and D; Sizes 3 te 9. 


HANNAHSON'S 


HAVERHILL, MASS. 


CUSHION SHOES 


FOR WOMEN 


THE JOHN EBBERTS SHOE CO., Inc 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. ®. SMITH SHOE CO. 
Chicago, Ill. 


Be Shoe 


IsThe Dealer’s 
Best Friend 


Seasonally 
Mark Downs Are Unnecessary 


SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 


Potter Stages Style Show 


CINCINNATI.—The Potter Shoe Co. 
introduced something new in a style 


show during the past week. Aside 
from their usual seasonal style show 
they conducted a style show for their 
sales force. 

Manequins featured and displayed 
the particular styles of shoes in each 
department on certain mornings. At 
the same time the manager of the de- 
partment conducted a selling demon- 
stration for the sales force and gave 
them instructions in the art of selling. 

In the children’s department chil- 
dren modelled the newest things in 
footwear for children of different ages. 
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DEPARTMENT STORE SALES SURVEY 


Locality 


Bridgeport 
Elsewhere 
Northern New York State 
Southern New York State 
Hudson River Valley District .. 
Capital District 
Westchester _. 
All department stores 
Apparel stores 


New YorK—The April 1 Monthly 
Review of Credit and Business Condi- 
tions by the Federal Reserve Agent 
contained the following item on de- 
partment store trade. 

“The dollar volume of sales of report- 
ing department stores in this district 
in February was 23 per cent below a 
year ago, but after adjustment for one 
less selling day than last year, it ap- 
pears that sales showed the smallest 
decline compared with a year previous 
since last September. Comparisons of 
average daily sales with a year ago 
showed improvement over recent 
months especially in the New York 
City, Bridgeport, and Westchester de- 
partment stores. In Buffalo, Newark, 
Syracuse, Southern New York State, 
and Capital district department stores 
also, average daily sales showed some- 
what smaller declines than in January. 
On the other hand, the declines in av- 
erage daily sales of department stores 
in a few localities and of the leading 
apparel stores were slightly larger in 
February than in the previous month. 

“For the first half of March, depart- 
ment store sales in the Metropolitan 
area of New York averaged 24 per 
cent below the corresponding period a 


year ago, a larger decline than in Feb-- 


ruary, but one of about the same pro- 
portions as in the immediately preced- 
ing months. 

“Department and apparel _ store 
stocks of merchandise on hand Febru- 
ary 28, at retail valuation, continued 
to show about the same substantial 
declines from a year ago as were shown 
in January. Collections during Febru- 
ary of accounts outstanding at the end 
of January were slightly slower in 
1933 than in 1932, both in department 
and apparel stores. 


Percentage a from 


Per cent of 
accounts 
outstanding 
January 31 
collected in 
February 
1932 


40.0 
38.3 
43.2 
25.3 
40.7 
31.9 
31.8 


r ago 
Stock 

on hand 

end of 
month 


—-25.3 
—31.2 
— 28.2 
—27.9 
—20.8 
—14.9 
—16.3 


Net sales 


—238 —24.7 388 
—19.2 —31.1 39.5 
“February sales and stocks in the 
principal departments are compared 
with those of a year previous in the 
following table: 

Net 
sales per- 
centage 
change 
Febru- 
ary, 1933 
compared 
Febru- 
ary, 1932 
— 6.0 
— 8.2 
—11.7 


Stock on 
hand per- 
centag: 
change 

Febru- 
ary 28, 1933 
compared 

with Febru- 
ary 29, 1932 


—21.8 
—17.8 
—17.1 


Woolen goods ... 

Men’s furnishings 

Shoes 

Linens and hand- 
kerchiefs 

Cotton goods .... 

Toilet articles and 
drugs 

Men’s and Boys’ 
wear 

Women’s 
to-wear 


—21.9 
—19.5 


—12.6 
—12.8 


“—14.8 —14,2 


—14.9 —25.3 


acces- 
—25.4 

Books and 
tionery 

Toys and sporting 
goods 

Home furnishings 

Silks and velvets 

Silverware and 
jewelry 

Hosiery 

Luggage 
other leather 
goods 

Women’s 
Misses’ 
to-wear 

Furniture 

Musical instru- 
ments and radio 

Miscellaneous 


—25.7 


—11.4 
—20.7 
—28.4 


—25.7 


—22.6 — 33.0 


ready- 
—32.2 
—28.2 


—23.2 
—31.1 


—31.6 
—30.1” 


—40.4 
—19.5 


Another Leeds Branch 


PORTLAND, OrE.—The Leeds Shoe or- 
ganization will open a new shoe em- 
porium here early in April in remodeled 
headquarters at 6th and Alder Sts., 


featuring their $3 women’s shoes. 


E. L. Westbury Opens 

Cresco, Ia.— Westbury Brownbilt 
Shoe Co. store opened here March 25 
with E. L. Westbury of Iowa Falls as 
proprietor. 


: 
|__| 
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“AND THOSE HEELS, 
MADAME, ARE 
SCUFF - PROOF!” 


Keen Merchants 
Speed Sales 
PY RAHEEL! 


REG. U. S. PAT. OFF. 


ELL HER that the heels on the shoes you are showing 

her will not scuff or scrape—and you're well on the 
road to a sale right away! For very good reason, too: She 
probably has ruined many a pair of expensive shoes with 
cuts or gashes from a sharp curb, the clutch pedal of her 
car, the leg of a chair. It’s a very real comfort to her to 
know that this time she’s buying shoes whose heels are 
protected against scuffing and scraping by Pyraheel. 

Ask her to examine these Pyraheels. Let her see how 
beautifully Pyraheel reproduces standard shoe materials 
in texture, color, pattern. Lizard, alligator, kid, calf, moire 
—the actual grain is embossed right on Du Pont Pyralin. 
Pyraheel can also be embellished or decorated just as shoe 
tips have been decorated for years. 

Ask your shoe manufacturer for complete 
information. Or write us. Du Pont Viscoloid 
Company, 350 Fifth Avenue, Dept. 25, New 
York City. In Canada: Canadian Industries, 

Ltd., Pyralin Division, Montreal, Que. 


Here's the hero of our story! This scuff-proof heel is cov- 
ered with Pyraheel in kid finish with stitched effect. 


“You needn’t worry about scuffing or 
scraping those heels, Madame. They're 


PYRAHEEL has these 4 / Pyraheel.” (Shoes by Laird 
Five Selling Advantages 


1. Pyraheel will not scuff, will not helps to prevent broken heels. It’s 
mar, will not show signs of wear. It lighter in weight. 


is easily cleaned to original beauty. REG Us pat OFF 


2. Pyraheel adds beauty and style = pi 
to extra-long wear. 
3. Pyraheel strengthens the wood 5. Pyraheel is a superior heel R [ \ { | N 


block. Cemented to the wood, it cover for any grade of shoes. P 
FOR SCUFF-PROOF HEEL COVERS 


When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 


Dancing Shoes and Taps 


TAP DANCING 
THEO SLIPPER 
Stock No. 1210 
Patent Leather 
For Growing Girls 
D Widths—Sizes 3-7 
Price $1.25 
BLOG SHOE CO., INC. 
147 Duane St., New York City 


WHERE TO BUY 


Men’s and Women’s 
«Shippers 


W. 8S. CHASE & SONS, INC., 
HAVERHILL, MASS. 
in Stock Men’s Full Leather Lined 

Handturned Slippers 


Priced from $1.35 


Kid Pullman Slippers 
colors and black with 


Sna Pocket 1.35 


WHERE TO BUY 
Shoe Dressings 


CLEANS ALL WHITE SHOES CLEAN 


Satisfaction—Or Money Back 
‘SOLD BY GOOD WHOLESALERS 


CAVALIER CORP. 
BALTIMORE, MD. 


“VAGRANCY?” 


Dick Prather writes in asking if we have 
heard of the merchant and his clerks being 
arrested for “vagrancy?” He says he told it 
to one merchant who said, “Hell, we have been 
on the town for a year, but the cops haven’t 
wised up.” 
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ROOSEVELT BLUE WINDOW SELLS GOODS 


Laurel, Miss.—Within twenty-four hours after 
he received his copy of the RECORDER, O. W. 
Freeman, manager of the shoe department for 
the big R. C. Gaddis Dept. Store, had the above 
window trim in, telling all the folks about the 
new Roosevelt Blue color. This window was 


Shoe Chains Reducing Stores 


New York—The April 1 Monthly 
Review of Credit and Business Condi- 
tions by the Federal Reserve Agent at 
New York contained the following item 
on chain store trade. 

“In February, total dollar sales of 
the reporting chain store systems were 
15 per cent below a year ago. After 
allowing for one less business day this 
year, the decline in February appears 
to have been the smallest since July. 
On an average daily basis, the sales of 


grocery, ten cent, and shoe chains de-; 


creased less from a year ago in Feb- 
ruary than in January, and sales of 
variety and candy chains showed about 
the same decline as that reported last 
month. Sales of drug chains, however, 
showed a larger decline than in the 
two preceding months. 


“Shoe concerns continued to show a 
sizable reduction in the number of stores 
operated during the past year, so that 
the decline in their sales per store was 
considerably less than in their total 
sales. 


“Candy chains, conversely, again re- 
ported an increase in the number of 
units operated and a larger decline in 
sales per store than in total sales. 
There was little change in the aggre- 
gate number of stores operated by all 
the reporting chains, however, and 
average sales per store for all types 
combined showed about the same de- 
cline as total sales. 

Percentage change February, 

1933, compared with 
February, 1932 
ber Sales 


Total per 
sales store 


—16.3 —14.7 
—14.4 —15.2 
—23.9 —22.8 
—30.4 —21.9 


Num 
Type of store of 
stores 


Grocery 
Ten cent .... 


shown for three days and was the talk of the 
city. It not only attracted the eye of the public, 
but through its timeliness it SOLD SHOES— 
many shoes of blue and blue dresses as well. 
Mr. Freeman and his able window man came in 
for much praise from the firm over the results, 


—10.2 


—12.8 
= 


=148 —144" 


Walter M. Beers Discontinues 
Store 


WiLpwoop, N. J.—After 22 years of 
conducting a retail family shoe store 
in this city, Walter M. Beers has dis- 
continued business. He is planning to 
go back on the road in the near fu- 
ture with a line of popular-priced 
shoes. 


Stacy Boot Shop Closes 


ATLANTA, GA.—The Stacy Boot Shop, 
which has been located with the New- 
man and Holley Clothing Company, on 
Peachtree Street, and of which J. G. 
Sullivan has been manager, has gone 
out of business. The shop handled 
Stacy-Adams and Emerson shoes. It 
is expected that the Newman and Hol- 
ley Company will put in a shoe depart- 
ment of their own. 


Price Changes Selling Policy 


San Francisco, Cau.—Price’s 718 
Market Street store will, on April 1st, 
change their selling policy, featuring 
$5 and $6 men’s shoes (Hu-man-ic 
Shoe).° However, this change in sell- 
ing policy will not affect the store op- 
erated by Price’s at 58—8rd Street, 
San Francisco. The 718 Market Street 
store is being entirely remodeled in 
preparation for the April 1st event. 


FOOT HEALTH WEEK 
APRIL 17-22 


Bombil 
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Modern in Construction 


Comfortable all-day, 
all-wear shoes. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 


Children’s Footwear 


MRS. DAY’S IDEAL BABY SHOES 


Flexible Hard Soles...2-8 
Send In-8took 
‘alog 
DAY'S IDEAL BABY 
SHOE co. 


Can you spare 5g 


Write for 


SWAN GHE-STRAP 
Pair—Sizes 2 to 6 


SWAN SHOE CO., Inc. 
2201 Aisquith Street Baltimore, Md. 


WHERE TO BUY 
Shoe Trees 


SIMPLEX SHOE 
TREE COMPANY 


Andrew C. Pearson 
[CONTINUED FROM PAGE 13] 


the American Publishers’ Conference, 
a director of the Merchants’ Associa- 
tion of New York City and vice-presi- 
dent of the Newton Falls Paper Com- 
pany. 

He was mentioned for Secretary of 
Agriculture in President Coolidge’s 
Cabinet. He was a friend of President 
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HIDES AND LEATHER ADVANCE STEADILY 
AS INDICATED BY WHOLESALE PRICE INDEX 


WASHINGTON, D. C.—The Bureau of 
Labor Statistics of the U. S. Depart- 
ment of Labor announces that its index 
number of wholesale prices for the 
week ending March 25 stands at 60.5, 
as compared with 60.4 for the week end- 
ing March 18, showing an increase of 
approximately two-tenths of 1 per cent. 


F 

Hides and leather products .... 
Textile products 

Fuel and lighting 

Metals and metal products 
Building and materials 
Chemicals and drugs 
Housefurnishing goods 
Miscellaneous 


Hoover, having been a publicity repre- 
sentative for Mr. Hoover when the lat- 
ter was Food Administrator during the 
World War. Mr. Pearson also handled 
publicity for the French government 
during the war, and he was rewarded 
in 1931, when the insignia of a cheva- 
lier in the Legion of Honor was con- 
ferred upon him in Washington. 
Born in Coffeyville, Kan., Nov. 17, 
1873, Mr. Pearson worked as a clerk 
in his father’s store, then graduated 
from Baker University in 1895 and 
Northwestern University in 1896. In 
1897 he entered into partnership with 
his family in conducting the Pearson 
Brothers’ department store in Osawa- 
tomie, Kan. In 1898, he entered the 


. publishing field as an advertising sales- 


man for The Dry Goods Reporter in 
Chicago. 

In 1904, he came to The Dry Goods 
Economist in New York and in the en- 
suing years rose to the top in the trade 
journal field. He had been chairman 
of the board of the United Publishers’ 
Corporation since 1926 and chairman 
of the board of the United Business 
Publishers, Inc., since 1928. 

Surviving are his widow, Mrs. Leila 
Campbell Pearson, who is visiting in 
the Virgin Islands; five children, An- 
drew C. Pearson, Jr., Forrest C. Pear- 
son, John Pearson, Mrs. Theodore 
Hughes Arnold and Miss Dorothy 
Louise Pearson, all of Montclair; his 
brother, Governor Pearson of the Vir- 
gin Islands, and a sister, Mrs. Earle 
G. Brown of Topeka, Kan. 

Funeral services were held at his 
home on Sunday, April 2. The Rev. 
George C. Vincent, pastor of the Union 
Congregational Church, Montclair, of- 
ficiated. Burial was in Mount Hebron 
Cemetery, Montclair. 


These index numbers are derived from 
price quotations of 784 commodities, 
weighted according to the importance 
of each commodity and based on aver- 
age prices for the year 1926 as 100.0. 

This statement shows the index num- 
bers for the weeks ending Feb. 25 and 
March 4, 11, 18, and 25, 1933. 


WEEK ENDING 

Mar. 4. Mar. 11 Mar. 18 Mar. 25 
60.5 
43.6 
55.4 
68.8 
51.1 
63.6 
17.4 
70.2 
12.3 
59.3 


New Ad Technique 

[CONTINUED FROM PAGE 29] 
riety and density and this color, in- 
jected into the copy, gives an anima- 
tion to the layout that has a significant 
attention-value. 

Words for a moment have been sub- 
merged and replaced by shoe illustra- 
tions. A well selected paragraph or 
two, forceful descriptions of shoes, the 
price, and occasionally, an incidental 
piece of art work. 

Layout is important and the new- 
ness of the advertising is chiefly de- 
rived from this source of ingenuity. 
Balance and harmony are not easily 
attained when the manager of the shoe 
department insists upon eight or ten 
shoes being shown. But experience 
and a good appreciation of arrange- 
ment will produce the desired results. 

The examples illustrated in this 
story interpret very cleverly the new 
theme song of this type of promotion, 
so prominent at present. But for those 
whose mechanical costs in their adver- 
tising budget is limited, discretion and 
caution are advised if this type of ad- 
vertising is planned. Combination 
cuts, silhouette effects, and drop-out 
half-tones run engraving costs into 
what appears extravagant charges, but 
there can be no questions to the effec- 
tiveness of the results produced by the 
increased expenditure. 

Attention is directed to the Saks- 
Fifth Avenue “Pin Tucks” ad, where 
type, half-tones tints, silhouette cuts 
and line are all combined into one ad. 
Striking? We think so. Hardly could 
this interpretation have been achieved 
without the use of these various en- 
graving processes. If this type of 
treatment is attempted, be prepared to 
support its cost and use. The cut cost 
may upset the budget controller, )ut 
the proof of the padding is in the 
measurable results 


Infants’ Soft Soles...0-8 | 
Intermediates ........1-8 
Feb. 25 
= —= All commodities .............. 59.7 
| Farm products ................ 40.8 
BASS 64.3 
WEE-MOCS 
GHBASS & CO, 
72.7 
59.6 
SAMPLES! | 
N SS 
PROTECTED 
A gentic squeeze inserts or 
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TRADE MARK 


SHOE 


FLEXIBILITY 


An outstanding characteristic of 


this modern and fashionable 


type of shoe for women. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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—the most colorful 
—best shoe selling 
‘ies Window Display Cards! 


Did you look at your windows this morning? If you were the 
prospective customer, would they “sell” you? 


Too many trims are given over to selling some manufacturer’s 
line or brand. Are yours? 


RECORDER window display cards are created each month to 
build “good-will” for you, your store, and to sell merchandise. 


They are colorful, artistic, pleasing to the eye, typical of the 
seasonal atmosphere of the month, thus giving the trim a bright 
fresh appearance. To sell something, you must say some- 
thing. RECORDER cards do this for you and your store. They 
are your first “interview” with your prospective customer, tell- 
ing him or her that you have good merchandise, at fair prices, 
with courteous service. 


Recorder Display Cards will double the value of your windows, 
and windows are said to be worth 80% of the rent! 


Samples will be sent on request ’ 


7” x 12" 
d 


Spring green board; dome in 
white against a yellow background: 
text in dark blue. 
MARCH CARDS 
Complete Texts - 
sent on request: 
4 cards—Women’s Shoes 
2 cards—Men’s Shoes 
1 oe Shoes 


6 store service, fitting, 
quality, 

Single. each 
Without text—35c. each 
Special Introductory Service 
3 cards, with 50 blank tickets 
without card holders at $1.50 
per month 
On Annual Contract—Two 
Holders Supplied 


PRICE TICKETS—Rich Assortment—Always In-Stock 


Attractive, 


Colorful 
Hand-Lettered 
Price Tickets 


In all denomination 
and blanks 


D—Modernistic, 3-Way t 
tone, Purple with gol 
edge or red with blad 
edge, on white. 

6 dosen, $1.25 
12 dozen, $2.00 

other tickets illu 
rated are in two or mo 


6 dozen, 

12 dozen, $1.50 

J—Adjustable clips for prid 
tickets. 

2.25 

00 


ALSO: Profit Charts Dal 


4 gross, 
Carton Tickets. 


per 1000 


MANY OTHER 
TOCK 


Stock Record, and Finanel 
Record Systems. Ask f 
Samples. 


Sea 


Cheek with Order 
eck WwW 


K 


For odd price ticket dene 
inations not in stock, 
hand lettered, 15c per dow 
additional. 


FREE—A Profit Chart, pocket size, with each order of (24 doz.) price tickets; clips or carton tickets. 
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HOLDERS— 
Oval base—burnished gold— 
3 color trim 


Harmonize with the finest of 
window display fixtures. 


Annual Display Card 
Service includes: 


Store Window Bulletin,” sup- 

plies merchandising and dis- 

play suggestions each month. 

Special Cards, with wording as 

wanted. 

Exchange of Cards: Annual 

card service subscribers may exchange any cards received for others 
of the current month whose texts better cover their merchandising 


program. 


Price Tickets: Blank tickets matching the current month’s cards, supplied free; neat tickets with prices as 
wanted, but which do not match the show cards, also supplied annual card subscribers free; tickets with prices as 


wanted which match the cards are 50c per 100 additional. 
Exclusive Franchise is given with annual card service to one merchant in an average size town, suburb or city 
shopping center. 


Select the COUPON 


Service You Wish— —— BOOT AND SHOE RECORDER 


Then Mail Coupon 367 W. Adams St., Chicago, II. 


Please enter our order for the Recorder “Selling 
Messages” card service No. for one year. 
consisting of cards, each month and 

art card holders, with the first month’s service, be- 
ginning with cards for March for which we will 
pay $ per year, pene $ per month. 
For cash in advance full year’s service, 5% discount. 


13 hand designed cards each month, each 
with different sales messages, die-cut tops, 
colorful. artistic, size 9 by 12 inches; with 
100 blank price tickets to harmonize with 
service cards each month (or with prices im- 
printed, selection of prices as wanted, 50c. 
per month additional). Also 6 card holders 
with first month’s service. 

Service 

No. 3 7 cards 


100 blank price tickets $3.00 50 blank price tickets 
4 card holders Monthly 2 card holders 


(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s card 
service delivered and agree to return card holders.) 
We sell Men’s, Women’s, Children’s shoes and hosiery. 


(Cross out lines not carried.) 
Printed Price Tickets:— 


Checks from foreign subscribers must be drawn 
on United States banks, or include exchange. 


Merchants Service Dept. 
BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, Il. 


When writing advertisers please mention Boot and Shoe Recorder 
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WANT 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 


A GREAT OPPORTUNITY 


FOR MEN EXPERIENCED IN THE COR. 
RECTIVE SHOE OR ARCH_ SUPPORT 
LINES, TO REPRESENT A_ FIRM _ 
DUCING AN ENTIRELY NEW 


ARTICLE 

r+! REVOLUTIONARY PRINCIPLE WHICH 
THE SAME TIME IS A PROVEN 
NECESSITY AND FOR WHICH A PROVEN 


ARE BOOT AND SHOE R 
WEST 39TH STREET. NEW YORK, N. 


ALESMEN WANTED on commission basis 

to sell Shoe Buckles as sideline to the retail 
trade in the middle West. Lewenthal & Helfant, 
122 West 26th Street, New York. 


OUTHERN and Western States shoe sales- 
men wanted to carry white and neutral 
shoe cream as side line. Only high grade men 
—— Bick Manufacturing Co., New Albany, 


ANTED: Salesman to handle on commis- 
sion, line of 125 patterns women’s arch 
footwear retailing at $3.00; carried in_ stock. 
Territories open: New York 1 Sige New Jersey. 
Address D-322, care Boot and Recorder. 
239 West 39th Street, New York, ¥ 


ALESMEN—AIll recognized line 
Orthopedic ral commission, 
yable weekly. to non- -conflicting 
ine. Give complete details. Address D-323. 
care Boot hoe Recorder, 239 West 39th 
Street, New York, N. Y. 


POSITION WANTED 


SHOE MANAGER—BUYER—18 years’ ex- 

perience, desire a with reputable con 
cern. Well advan in foot expert work. Can 
furnish hest of references upon request. Ad 
dress Wally M. Beers, 950 Hamilton Street. 
Allentown, Pa. 


ANAGER and Buyer for one of the large: 
dep’t stores in Cleveland would like to make 
with reliahle concern. 12 vre’ 
ence. with finest of reference. F. R. H.. 

2626" Euclid Ave., Cleveland, Ohio. 


SALESMAN 33—Married—Seventeen years’ 
experience. Manager, Window Trimmer 
wishes to connect with reliable concern. Go 
anywhere. Address D-319, care Boot and Shoe 
a ee 239 West 39th Street, New York, 


WE SELL TO RETAIL TRADE SU RP LUS 
OF SHOES. P 


SHOES. WE BUY 
MERCHANTS! STOCKS FOR SPOT (ASH. 
WRITE US CONFIDENTIAL EITHER IN- 
STANCE. GUARDIAN NATIONAL Ap. 
PRAISAL CO., $02 ROOSEVELT BLDG, 
CHICAGO, 


FIRST CLASS SHOE SALESMAN— 
Nine years’ experience selling shoes in 
New England and New York State for 
one of the Jargest and best known firms 
in East, wants popular priced line of 
men’s or women’s shoes or both. Seek- 
ing new line solely because of realign- 
ment of territories and drastic cut in 
sales force of his present firm. Knows 
shoe trade intimately and has proven his 
ability to sell shoes. Best of references. 
Are you interested? If so, write to D-317, 
care of Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 


LINES WANTED — Women’s Comfort and 
Thread Lasted Stitchdowns, for California. 
C. A. Bergh, 1432 North Highland Avenue, Los 
Angeles, Calif. 


FOR LEASE 


OE STORE, exceptional opportunity, fully 

with fixtures and electric si Ss, 
modern front, spacious and well located. usy 
thorofare, Bayside. . Long Island, near R. ta- 
tion. Rent unusually attractive. Leased direct 
from owner of building; Brokers Cooperate. 
M. Matin, 1000 Whitlock Ave., Bronx, N. Y. 


Buyers of Surplus Stocks 


from 
QUANTITY NO 
KIRSCH - BLACHER CO., Inc 
590 Broadway New York 
Phone Canal 6-4296 and 4269 


Tiny Perforations Good 


Cuicago—This is an_ outstanding 
season for tiny perforations, according 
to F. E. Foster and Company. Women 
who buy from this house like them bet- 
ter than the big perforations. They 
give smart pattern to an_ otherwise 
plain shoe and at the same time avoid 
too much of a sport’s appearance for 
certain occasions, as the larger size 
hole sometimes does. 


Adds Children Department 


CANTON, O.—Walkover Shoe store 
has added a children’s shoe department, 
featuring the Jack O’ Lantern line of 
juvenile footwear. The store, one of 
the oldest retail shoe stores in the city 
for many years, catered exclusively to 
men and women. 


Minimum charge 75 cents. 


CLASSIFIED ADVERTISING RATES 


The rate ior “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box nuinber is desired twelve words should be added jor the address. 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
t® Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


Minimum charge 
In all other cases each 


When writing advertisers please mention Boot and Shoe Recorder 
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Just think... mod- 
ern, new hotel, in the 
heart of New York— 

200 feet from. Broad- 
way, on: 45th Street. 
A room and bath for one, 


) BOOT AND SHOE RECORDER 
TRADE MARK SECTION 
THE LATEST AND MOST 


COMPLETE LISTING OF 
TRADE NAMES OF THE 


SHOE, LEATHER AND ALLIED 
INDUSTRIES PUBLISHED 


PRICE $1.00 


BOOT AND SHOE RECORDER 
239 WEST 39th STREET, N. Y. C. 


ts he PICCADILLY 


45th-STREET and BROADWAY @ 


$2.50; for two, $3.50. 


NEW YORK 
WILLIAM MADLUNG, Mng. Dir. 


a MERCHANTS’ NEEDS HOTELS 
LUS 
PUT HOTELS OF DISTINCTION 
| TICKETS and CARDS 
IN. 
AP. 
DG, 
hees 
gy “MAY FAIR 
ork 1000 ROOMS EIGHTH and SAINT CHARLES 
—— EACH WITH BATH AND SHOWER 
Circulating Ice Water... Radio... L F N N O 4 
Large Closets... Full Length Mirrors 
NINTH d WASHINGTON 
OTHER UNUSUAL FEATURES ins ST LOUIS 
ding SUN-RAY HEALTH LAMPS 2 
men Roof Solarium... Air-Cooled Restourcn, 
bet- In the very center of 
"hey ROOMS $950 SUITES $600 things. Just a step from 
wise Actual Size—Die Cut. Red and from from theatre, shopping and busi- 
void Green Design, Black Figures, IN THE HEART OF 1IMES SQUARE ness district. Admittedly 
for offering more personal 
™ REQUEST room comforts and refine- 
6 Dozen at $1.05 ments than any other 
12 Dozen at $1.85 hotels in Saint Louis. And 
A Chart FREE with 24 | John the Shoeman” Reorganizes 
Dozen Order PROVIDENCE, R. I.—Having recently are decidedly the places to 
tore Contact Shoppers with Snappy gone through the proceedings of the dine in St. Louis. 
rent, Sales Messages on Artistic Cards. bankruptcy court and being purchased 
e of Sizes 7” x 12” and 8” x 14” back into the Wilson family, John the Catal jae ic - Cohes Shop 
Check With Order, Please Shoeman, Inc., shoe retailing firm has 
city Unless C.O.D. Shipment is undergone reorganization. At present 
y to Preferred John Wilson, the former president and 
general manager, is again president. 
Merchants Service Dept. His brother, Thomas F. Wilson, has 
= BOOT and SHOE RECORDER joined the firm as treasurer, and his s . 
367 West Adams Street sister, Dorothy, formerly a director Siden Boot Shop Reincorporates 
Chicago Illinois vice-president. C. DeETROIT—Siden Boot Shop has been 
eeler is secretary. 


FOOT HEALTH WEEK 
APRIL 17-22 


Thomas F. Wilson joins the firm 
after an absence of about 25 years 
during which time he has been in the 
advertising business and the printing 
business. He still owns the Wilson 
Press, one of the city’s largest print- 
ing firms. 


reincorporated under Michigan laws, 
following bankruptcy, with store at 
13971 Woodward Avenue, in Highland 
Park, Detroit suburb. Maurice Siden 
remains owner, but is now merely a 
partner, with Julius B. Finn taken in 
as part owner. Company is incorpo- 
rated at $5,000. 
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YVE FOUND 
THE BEST 
HOTEL VALUE 
~~ IN NEW YORK 
CITY. 
\ 


BOOTS & SHOE 


EQUIPMENT 
MACHINERY 


MATERIAL 


Ault-Shackford Shoe Co., Auburn, Me..... 


BOOTS AND SHOES 


Bass, G. H., & Co., Wilton, Me 
Blog Shoe Co., Inc., New York City 
Brauer Bros. Shoe Co., St. Louis, Mo...... 6-7 


Chase, W. S., Sons, Haverhill, Mass 
Clapp, Edwin, & Sons, Inc., E. 


Dodge, Bliss & Perry Co., Inc., Newbury- 
port, Mass. 37 
Dunn & McCarthy, Inc., Auburn, N. Y... 


Ebberts, John, Shoe Co., Buffalo, N. Y..... 
Edwards, J., & Co., Phila., Pa 
Excelsior Shoe Co., Portsmouth, O. 


Florsheim Shoe Co., Chicago, Ill 


Gilbert Shoe Co., The, Thiensville, %. 


Hannahson’s, Haverhill, Mass. ............ 58 
Jarman Shoe Co., Nashville, Tenn 


iageocter Shoe Corp. of America, 


Menihan Co., Rochester, N. Y...+..+...-++ 8 
Minor, P. W., & Son, Inc., Batavia, N. Y.. 49 
Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Ind. 2 
=> Day’s Ideal Baby Shoe Co., Danvers - 


Nettleton, A. E., Syracuse, N. Y 
Old Colony Shoe Co., Brockton, Mass 


Pedigo-Lake Shoe Co., St. Louis, Mo. 
— Branch of Int. Shoe Co., St. Louis, ~ 


Richards & Brennan Co., Randolph, Mass. 56 
Roberts, Johnson & Rands, St. Louis, Mo..23-36 


Shaft-Pierce Shoe Co., Faribault, Minn..... 58 
Smith, J. P., Shoe Co., Inc., Chicago, Ill... 58 
Stacy-Adams Co., Brockton, Mass. 

Swan Shoe Co., Baltimore, Md 


ACCESSORIES 
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A BUYING GUIDE To 
OUR ADVERTIVYERY 
IN THIY 


IVS UE 


LEATHER AND OTHER MATERIALS 
Allied Kid Co., Boston, Mass 
Colonial Tanning Co., Boston, Mass 
Du Pont Viscoloid Co., New York City... - 
26-27 


Goodyear Tire & Rubber Co., Akron, O.. 


Hamel Leather Co., L. H., Haverhill, Mass., 
Back Co 

Hubschman, E., & Sons, Phila., Pa 

Kistler Leather Co., Boston, Mass 

New Castle Leather Co., New York City... 57 

Front Cover 


Ohio Leather Co., Girard, O 


Zapon Co., The, Stamford, Conn 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Cavalier Corp., Baltimore, Md 


Janvier, Walter, Inc., New York City 
Johnson Products Co., Indianapolis, Ind... 50 


Mears, Fred W., Heel Co., Salem Depot, 
N. H. 53 


be el Shoe Machinery Corp., Boston, 


SHOE ACCESSORIES 


Scholl Mfg. Co., Inc., Chicago, Ill. ........ 42 
Shoe Form Co., Auburn, N. Y 
Simplex Shoe Tree Corp, Chicago, [Il 


MISCELLANEOUS 
American Weekly, New York City 


Hotel Piccadilly, New York City 

Hotel Martinique, New York City 

Hotel Governor Clinton, New York City... 5 
Hotel Edison, New York City 

Hotels Mayfair and Lennox, St. Louis, Mo. 67 


Kirsch-Blacher Co., Inc., New York City.. 


OBITUARY 


Fred Koch 


Mount PLEASANT, IowA—F red Koch, 
proprietor of a shoe store here, died 
March 23. He had been ill for. some 
time. He is survived by his daughter, 
mother, one brother, and five sisters. 


W. E. Evens 


Des Moines, Iowa—W. E. Evens, 
treasurer of the Field Shoe Co., of Des 
Moines, died March 14, following an 
operation for appendicitis. He had 
completed 40 years of service with the 
firm. He is survived by his widow and 
two sons. Pallbearers at the funeral 
were members of the Field Shoe Co. 
and included T. Frank Jaques, H. A. 
Alexander, R. J. Barnes, C. E. Bragg, 
B. L. Hubbart and R. W. Sturgeon. 


Louis Marks 


TOWANDA, PENN.—Louis Marks, one 
of Towanda’s best known business men, 
passed away here. He came here 
when a young man from Russia. He 
founded his first store here in 1889, 
and continued in business until his 
death. From 1904 to 1916, he bought 
shoes for sale in his clothing store, 
handling Crossetts and Goeke’s models. 
In 1916, he sold the shoe department 
of his business to his son, Sam, who 
enlarged it to a great extent. 


Frank R. Morse 

SPRINGFIELD, Mass.—F rank R. Morse 
of the-Morse & Haynes Co., Inc., 1454 
Main St., died March 26. His health 


-had been failing for a number of 


months. He was born in Somersworth, 
N. H., in 1855, and came to Springfield 
at the age of 10. For many years he 
was one of the best-known men in the 
shoe trade of this section, being first 
connected with the Central Shoe Store, 
established by his father, O. D. Morse, 
in 1868. In 1895, he formed a partner- 
ship with Lincoln C. Haynes in start- 
ing the business with which he was 
identified until his death, being presi- 
dent of the company for many years 
until his retirement from active duties 
in 1928. 
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To meet fashion’s forecast for 
a big white season, Vitality’s line of smart, new Summer 
styles are in-stock for immediate delivery. Now, before 
the rush begins, is the time to complete your stock of 
white shoes for the seasonal demand ahead. 


Smartly styled, quality-made and nationally advertised, 
Vitality Health Shoes have won tremendous acceptance 
with the country’s leading dealers and with the public. 
Women everywhere are discovering that they /ook better 
and feel better in Vitality’s Charmed Circle of Smartness, 
Fit, Economy and Vitality. And that means business for 
Vitality dealers. ; 


Produced by the world’s largest shoe manufacturers, 
Vitality Health Shoes give you a permanent line with 
established reputation which offers an extremely attrac- 
tive profit margin. Write for particulars. 


VITALITY SHOE COMPANY ST. LOUIS, MO. 


Branch of International Shoe Co. 


TO RETAIL AT $5 EXTREME STYLES $6 


CHILDREN’S BOYS’ 


WOMEN’S MEN'S 

AAAA to EEE AAA to G Widths and Sizes AtoE 

Sizes2to11$5 Sizes 5to 14 $5 for all ages Sizes 1 to6 

Extreme Styles $6 A Few Styles $6 $2 to $4 $3.50 VITALITY THRIFT GRADE SHOES FOR 


MEN AND WOMEN... $4.00 
Nationally Advertised in 


VOGUE + LADIES‘ HOME JOURNAL ~ McCALL’S » GOOD HOUSEKEEPING « PHOTOPLAY 


Vol. 103, No. 6. blished week by the Boot & Shoe Recorder Publishing Com , 239 W. 39 
"= the Post Office at New York, N. Y., under the act of March 3, 1879. Subscription price $3.00 per year, 


th St., New York, N. Y. Entered as second class matter Sept. 10, 1925, 
. Printed in U. 8S. A. 
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Business been good? ? 
You AIN'T SEEN NOTHING Yer! Wair 


THE white kid shoe is going to be heavily 
demanded. The merchant who is not plan- 
ning upon selling, at the least, 30% more white 
kid shoes than last year is going to face a 
shortage. Manufacturers alone cannot be 
expected to carry the requisite volume of stock 
white kid shoes this year . . . . they will have all 

- they can do to fill make-up orders for white 
kid footwear 


CL 


made of LEV OR’S 


and are washable. 
They may be kept 
immaculate by 
following the 


directions 


printed inside. 


Use the cleaning instruc- 

tion leaflet which is fur- 

nished free to manufacturers for 
packing in each carton containing a 

pair of shoes made of white LEVOR wash- 

able kid. This is an aid to retail selling and a 

; builder of good-will because the beauty of the shoes 
sold is prolonged if cleaning directions are followed. 
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this leading leather 


GLOVERSVILLE, YORK 
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tions. And that is why customers drift away from stores. 
White LEVOR washable 


high rate of customer turnover and the 


tory white upper stock 
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WHITE KID SHOES 
sell 
FROM MAY TO SEPTEMBER 
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CINDERELLA 
SHOE COMPANY 


* 


SELECTED 


by 
style experts 


made by shoe experts —serviced by 
stock experts — and your profit pro- 
tected by franchise plan. That’s the 
Cinderella set-up being used by hun- 
dreds of retailers. 

Thirty exclusive styles with selling 
speed ready for immediate shipment in 
AAAA to C, one to nine, at the price 


BOULEVARD 
WHITE PIG ocbed KID 
WHITE KID NET COROSAN KID | 

On new broad toe last 


Across the board 


If you have that all-gone feeling pro- 
duced by over-keen price 
—if you want to be free of worry 
about slow moving shoes—if you have 
doubts about the worthy quality of 
our shoes—investigate this new line. 

rite at once—today—for franchise 


GLENMERE 


WHITE PIG 
WHITE BUCK 
TAN CALF 
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ALL SHOES WITH 


A_new feature carrying a 
triple profit for you. Sells 
= shoes because its 
| causes 
women to buy. As extra 
top-lifts are needed, you 


FITZ-ON HEEL TOP 


Your customer returns for 
refills, — an oppor- 
tunity to se additional 
merchandise—elther shoes 
or findings. Our custom- 
ers say it’s the biggest 
idea In years. 


make the sale and a profit. 


PUNCHED PIGS 
FOR PROFIT 


IN WHITE and COLORS 


SWAGGER 
ORCHID RETAILING No. 774..WHITE PIG 
Ne. 763..PATENT LEATHER, No. 775..TAN CALF 


WITH LACING .. 8 42s 15/6 Caen Boal 
IN STOCK 


No. 780..SAME, IN COROSAN KID 
No. 786..BLUE KID 
18/8 Continental Heel 

$2.50 


Another group of up-to-the-last- 
minute, quick turnover producers— 
typical of the Dyer & Hall capacity 
to supply high-style, high-quality 
shoes at the right moment to meet 
public demand. 


Keep yourself informed on _ the 

right source of profitable shoes by 

— your name on our mailing 
st. 


MARQUITA 
No. 805..BLUE VELVET PIG 
No. 804..BROWN VELVET PIG 
No. 806..BEIGE VELVET PIG 
No. 803..WHITE VELVET PIG 
16/8 Cuban Heel 

$2.65 
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DYER & HALL 
MAINE 


Strength...rugged Endurance...and from this 

wild animal, Kangaroo Leather also gets iis 
Lightness, its Grace and its Pliability] 


This remarkable action picture of Kan- 
garoos in full flight from hunters, has 
been adapted from a photograph taken 
in Australia. One of the few animals 
im the world which is hunted solely for 
the value of its skin, the Kangaroo is 
carefully protected by the government, 
which allows only a certain number to 
be killed each year. 

The characteristics of Kangaroo leather 
are all in keeping with the skin of a wild 
animal. Strength and endurance... ac- 
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tual tests have shown Kangaroo leather 
to be 17% stronger, weight for weight, 
than any other leather used in shoes. It 
is very light . .. pliable . . . easily 
worked. It will take a high, lustrous pol- 
ish . . . and because its fibres are inter- 
laced, it will not éasily tear or scuff. 

On account of its inherent qualities; the 
interesting, “newsy” slant that can be 
given to its advertising with the valuable 
sales stimulus that is offered by the story 


of a strange, unfamiliar animal; because — 


of its sound wearing values and its good 


looks, manufacturers are keeping it “in 
stock” in lines made up for the well 
dressed man of 1933... and aggressive, 
profit-seeking retailers are featuring 
shoes of Kangaroo to bring customers in 
for sales on all their stock. 

Remember: only genuine Kangaroo 
imported from Australia and tanned in 
America offers the features that make 
this leather what it is . . . kangaroo 
horse, kangaroo calf, and kangaroo sides 
are “kangaroo” in name only. 


AUSTRALIAN KANGAROO 
TANNED AMERICA 


‘SURPASS LEATHER CO., PHILADELPHIA 


RICHARD YOUNG CO., NEW -YORK 
ZIEGEL EISMAN CO., BOSTON 
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AGAIN 


BRIDGE 


TRED- LITE 
OXFORD 


CAMCO 
STREET AND SPORT SHOES 


Special welt construction originated by Camco and 
never successfully duplicated — exclusive VULTEX 
(patented) PROCESSED mesh—washable, cleanable, 
extra long wearing—vulcanized crepe or leather soles 
—high and low heels—oxfords, straps and sandals— 
mesh overlays or underlays, and solid fabric patterns in 
the accepted season’s colors—inspired designs with that 
high-powered feminine appeal which makes shoes sell. 


LEADS 


RUBBER CO 


CAMCO’S STYLE SENSE 
MAKES DEALER’S PROFITS 


EVERY pattern created expressly to give the inde- 
pendent retailer and exclusive shop distinctive and 
unusual Spring and Summer footwear. Femininely 
smart—thoroughly wearable—new designs so refresh- 
ingly different and skillfully applied that dealers can 
sell them quickly and profitably. The two patterns 
illustrated above are good examples of other equally 
unusual styles found in the Camco line. 


write or wire for samples 


CAMBRIDCE RUBBER COMPANY 


LEATHER SHOE DIVISION 


BOSTON 
610 ATLANTIC AVE. 


CAMBRIDGE, MASS. 


NEW YORK 


125 DUANE ST. 


A Cos 


CHICAGO 
317 W. MONROE ST. 


c 
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Styled and promoted by Sol. 
Mayer with a successful back- 93 2 
ground of 16 years acting in \ \ 
the same capacity for Brook- oN 39 
| lyn’s leading manufacturers 
of hand-made footwear. Vim-Ode shoes illygue all carri 
in following 
AAA 5}, to 
A dim to 
D 34/2 to 


C 
MR. SOL. MAYER DIANA—SEA! CARRIE 


Strap, Punched through ¥ 
and Quarter, all 


1061—Parchment ‘ab 
16/8. Continestt 


HARRIETTE—4 Eyelet Blucher 
Oxford 


Kid—1642/8 LXV 


Some of the outstanding Retailers viggim-Ode— 
have accepted our product: OMPLIT I 
Stern Bros., 42nd St., near Fifth Ave.. New Yamay—Soles 


= Strawbridge & Clothier ........ Philadelphia, lelts—Fle> 
LOUISE—4 Eyelet Southern Tle Mandel Bros. Chicago, | 
Blucher J. L. Hudson i 
Kid, Wm. Eastwood & Sons Co. ...... 
Silk Trim, Wood Stix, Baer and Fuller.............. 


Chisholm’s Boot Shops, Inc..... 


1023—Brewn Kid, Wend Chisholm’s Inc... . - Toledo, 0 
q “ Cuban Heei Wm. H. Block Co........... dianapolis, | 
Hochschild & Co...... Baltimore, 

Lansburg & Washington, D. 


Miller and Rhoades Richmond, 
C. Ludebuehl & Sons (E. Liberty) . . Pittsburgh, é 
Stone and Thomas............Wheeling, W. 
Sch & Mannheimer........ St. Paul, Mises 
Robinson Shoe Co. ............ Kansas City, 


DIANA—Seamless 0 Punched j. Nebraska Clothing uae 
1006—Biae Monnigs Dept. Store........... Ft. Worth, Corp. 
8 Heel A. Harrie Con... 
Pizitz Birmingham, 


Bendheim Bros., Inc. .........- Wilmington, D 

Applebaum & Mautner. Madison, 

Bo Jersey City, 


Vim-Ode iad are now being retailed fqp4.00 t 
to 50%. No price fixing by national advertisiggou reg 
no agency already in your cMpire or v 


VIM — ODE Ss 
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MY—Center Buckle, 


Kid Cut out wi 
Quarter Collar, 16% /8 "Weel 
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os all carried In-Stock 


ugh V; 
ned 


let, Blucher Oxford Punched 
® Quarter, all Kid Lined 


ent 
ental Heel 


1020—Brown 


im-Ode—Shoes are made on our own 
OMPLITT process, uppers attached Little- 
ew Yamay—Soles attached Compo, Durable as 
elts—Flexible as T Turns 


iy "es im-Ode—lasts are n are made wi with Narrow Heels 


r, N. 
im-Ode—heel “seats “have Sponge Rubber 


shi ons —— 


eather insoles have Arch exten- 


scientific —_ arches are light in 


l, 

it m-Ode—materials, due to the tremendous 
Ku ing power of Consolidated National 
. a +o? are the best selection to be had 
im-Ode—dealers that Vim - Ode 
"hold down inventories and quicken 
e, 


ey supply the demand for Fashion as 
as Comfort. Fast as novelty lines and 
mfortable as arch types 


ire or write for samples or lots. 


MARY—4 Blucher 


1002—Black_ Kid—Perforated Tip 
and Fox, Continental 


Kid—P. 
and Fox, Continental 
Heel 


4.00 to $5.00 on which the profits are 40% 


ou regulate your own selling price locally. If Baby Call, Vamp and 


Sponsored by The Consoli- 
dated-National Shoe Corp. 
The largest Producers of 
women’s novelty shoes in 
America — successful manu- 
facturers over a period of 15 
years. 


New Home of Vim-Ode 
Shoemakers—Boston 


LUXOR—Open Throat 3 Eyelet 
Oxford 


1004—Black Kid Cut Out Lizard 
n 1542/8 Wood Cuban 


H 
1025—Brown Kid Cut Out Lizard 
1542/8 Wood Cuban 


MARIE—Front Gore Step-In 
006—Black Kid, Patent Leather ~ 
= Black Pearl Interlacin 
on and saddle—16'/2/ 


EVA—Wide one stron, Side Bu 


1060—Blue ‘Baby Calf. Perforated Vamp and 
Quarter, 16/8 Wood Cuban Heel 


SHOEMAKER ® Toston’ mass” 
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Perforations accent the charm of this clever white tie for smart Summer wear. 
The Hallett is merely one of many timely styles with exclusive Feeture 
Arch comfort that is carried IN STOCK —co-operation that helps 


F lorsheim dealers successfully merchandise Florsheim Shoes for \Vomen. 


Write for a catalogue Priced to retail at $Q SO C) 


om. 


for Women. 


THE -FLORSHEIM SHOE COMPANY ‘Chicago 
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